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Many a shoe fitter changes his fitting stick 
for a gun. The JOHNSONIAN man wishes 
him Good Luck and Good Health. 


When duty calls, a strong pair of feet, de- 
veloped in JOHNSONIAN shoes, will be 
useful — come what may. Filling in the ranks 


in shoe stores all over America come new 


salesmen to carry on the work of selling 


Active Americans the “Smartest Shoes on 
the Square.” To those who serve behind the 
fitting stool: Give good service and you too 


will do your part. 


JOHNSONIAN shoes are built for the 
purpose of keeping men smartly and 
properly shod. When merchants center 
their men’s business on the famous 
JOHNSONIAN shoes, the business be- SOMETHING HAS BEEN ADDED 


comes steady and profitable. Sanitized FOR PROTECTION 
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In the home, in the factory, at the office, in the 
professions, in Civilian Defense work and in the 
Red Cross, in fact everywhere, millions of 
women are putting hours upon hours of extra 
footwork into their daily tasks. They need com- 
fortable correctly designed shoes more now 
than ever before. They need the finest foot- 
fitting service they have ever had. In short, 
they need "sculptured -to-the - foot" fitting. 


Give them what they need for comfort. 





PEDIC ] LAST 1 -. OR THIS 


Recently we introduced the NO. 7 PEDIC LAST. It pro- 
vides unexcelled fitting for bunionated, spready and splay 
feet, rotating heels, pronating feet and extreme low insteps. 
There is an abundance of room for large metatarsal heads 
and an unusually wide outflare spread. Shoes made over 
this last have short-fitting backparts and bandaged insteps. 
The last provides for a 20 degree eversion of toes. 





ting or 
net. Ne matter what the 
peculiarities, Drew Shoes 
make your fitting prob- 
Age easier. 











Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. 
Dr. Hiss Shoes to retail at $8.95 and $10.95. 


THE IRVING DREW CORPORATION, LANCASTER, OHIO — New York, 746 Marbridge Bidg. 
Womere Fine Welts for Over Fifty Years 
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SEPTEMBER S51 


SEASONAL OPENING 1SSCE 


A double-purpose Recorder . . . Our semi-annual Leather 
Section, preceding the National Styles Conference at the 
Waldorf-Astoria, September 16 and 17, and the regular 
Recorder, featuring the complete program and plans for 
this Conference . . . A beautifully illustrated and interesting 
presentation of ‘What's Ahead In Shoes For The immediate 
Future and For The Spring Season in Prospect.” 
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KEEP Shoe Factory Rubber 





CHECK THESE 

RUBBER. 
CONSERVATION 
POINTERS 


] Scuffing or Abrasion wastes 
rubber by wearing it away. 
A careful check-up may re- 
veal ways of adding to rub- 
ber life without affecting 
operation. Toerestsand simi- 
lar parts can be covered with 
a pliable leather which should 
be renewed before wear can 
injure the rubber. 


2 Petroleum Products — of all 
kinds will injure rubber by 
eating into it, rotting it, and 
causing it to swell and lose 
its elasticity. Keep oils and 
greases away from rubber. If 
oil should get onto rubber, 
wash it off as soon as possible 
— first, with soap and warm 
water—then, with clear water. 


3 Direct sunlight deteriorates 
rubber rapidly. Protect it 
from prolonged exposure. 


4 Faulty adjustments may 
subject rubber parts to exces- 
sive wear. Have machines 
correctly adjusted, especially 
when changing sizes or styles. 











CONSERVE AMERICA’S 

RUBBER. This rubber con- 

servation and salvage in- 
; i formation is published by 
} the United Shoe Machinery 
Corporation to help users 
get the most out of each 
rubber part. 





AT WORK! 
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In many major and auxiliary shoe ma- 


chines, rubber partsare essential to unhand- 
icapped operation. They are of maximum 
value when kept working as long as pos- 
sible. Increase the life of these parts by 
protecting them from needlessly rapid 


wear and deterioration. 


- 


Get more out of your rubber machine parts. 
The “‘United” machinery service man can tell 
you whether worn parts can be rebuilt, or 
whether they are ready for the national rubber 


salvage pile. Don’t waste them! 


TAKE GOOD CARE 
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THE RUBBER PARTS ON A (GAC CEMENT SOLE 
MACHINE WEIGH 51 POUNDS. 


REPAIR 


Under water bags, @ can be bro- 
ken if the protective blanket, @ 
between them and the profile pads 
wears through. To repair bags for 
women’s work remove the end 
leathers are plate, turn the bag inside out and 
place. ae apply an ordinary tire tube patch. 
attaching is Bags for men’s and children’s work 
must be patched on the outside. 


OF WHAT YOU HAVE 
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LIBERTY RED CORDIGAN 


In the shoe industry they are talking about LIBERTY 
RED CORDIGAN. The color, they say, is heart-lifting 
and gay, a go-with-everything, a go-everywhere. Of 
CORDIGAN (crushed kid) they say, it’s practical, polishable 
and comfortable, can put in full time service, round the clock 
from season to season. That's why they are talking about 
LIBERTY RED CORDIGAN. 


STANDARD KID DIVISION 
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$s TAm scurrs 
NATIONALLY ADVERTISED IN FULL COLOR 


HERE’S YOUR FIVE STAR PROMOTION PROGRAM! 


tk NATIONAL ADVERTISING CAMPAIGN scheduled for November 
and December culminating in a brilliant full color page 
on “Bedtimers” in December issue of Mademoiselle, 
featuring all nine lovely colors. 

¥e DISPLAY CARDS of the Mademoiselle color ad available 
. «.to hasten the Christmas demand. 

we Newspaper mars for retailers will be sent on request. 

% ENVELOPE stuFFERS for your mailing list. 

%& GIFT PACKAGE—a brand-new personalized “Bedtimer™ 
package printed in two attractive colors. 

MAKE THIS PROGRAM WORK FOR YOU-ORDER NOW! 

Style No. 1330—cozy, cotton chenille Scuffs. Nine luscious 

boudoir colors: Powder Blue, Dusty Rose, Burgundy, Red, 

Nile Green, Yellow, Shell Pink, White, Multi-Color. 

Women’s sizes 3 to 9; children’s sizes 7 to 2. Advertised 

retail price—$2.00 per pair. 


‘ ‘Ss 
Kleinert’s Béedtimers now come SHOE DIVISION 


in a special, all-year-round gift T. M. Reg. U.S, Pat: Off. 
package—imprinted with gift label. 485 FIFTH AVENUE, NEW YORK CITY 
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ir rained; it poured for seven days 
and we felt like Noah after the flood. 
We had no dove to set off from the 
Outlook Window but there are over 
a hundred pigeons that roost in and 
around the Pershing Square Plaza. 
They found poor pickings out in 
the rain but they are back again— 
burpin’ and chirpin’ on the curb. 


\ 
\\ 









Now and then, during those seven 
days, we watched the behavior of 
people in the torrential rains. My 
ain’t they careless! Maybe it’s be- 
cause it is mid-Summer and they 
can’t think in terms of galoshes and 
rubbers. So they swish about in 
sandals and wedgies and everything 
else. 

Well it just goes to show you— 
we haven’t done a thorough job of 
selling the idea of rubber protective 
footwear for use other than when 
there is snow and sleet; and that 
the great American public is indeed 
extremely careless over such things 
as footwear and its care. 


7 * * 


ARTHUR JACOBY writes from 
London: 

“The Boot anp SHoe REcoRDER 
follows me around and here’s the 
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new address: 135 Gloucester Place. 
After being bombed three times, I 
had to abandon the premises at 
Marylebone High Street. Carry 


on!” 
* * <a 


OFF to the wars but how! We had 
an opportunity to see how it is done 
in the Susquehanna Valley. Some 
sixty draftees were to meet at the 
railroad station in Vestal, New 
York. All the relatives, friends and 
neighbors were there—at least sev- 
eral hundred cars were filling the 
road up to the station. The Ameri- 
can flag and the Legion Post flag 
and the color guard in uniform 
gave it a very patriotic setting, 


especially when the boys boarded 





the train. There was a flag on each 
side of the entrance and a guard 
giving them the salute. There was 
a band there; Indians in full regalia 
playing hit tunes, martial music and 
the Star Spangled Banner. It was 
jolly; it was cheerful; it was in- 
spiring. 

They took pictures of the boys. 
One set up showed a Russian, an 
American Iroquois Indian, a Greek, 
a Slovakian and an Italian. The 
local barber humorously demon- 


strated the close shave the Japs 
could expect at his hands should he 
run out of ammunition. There were 
a good number of shoe men among 
the draftees. That’s the reason we 
were there. 

Yes, indeed, rural America bids 
Godspeed to her young men with a 
rousing send-off as they leave for 
training camp. 





But what a contrast in the big 
city! In the deep tunnel of the 
Grand Central Railroad Station, 
there is a long, vacant corridor. The 
draftees line up along the wall. 
There is a hush and a silence and 
a sort of sadness to the parting. 
The depth of feeling may be the 
same in Vestal as it is New York 
but the parting is somewhat soft- 
ened in one place. But it’s very 
real in both. 

So, in the deep corridor, some- 
one reads off the names and the 
friends, relatives and acquaintances 
try to keep up a cheerful repartee. 
When you put a bunch of men into 
ranks there is almost a formida- 
bility to the situation that makes 
farewells a little bit difficult. Then 
the command: “Right Face” and 
they are off for the train and per- 
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haps meeting the party of the first 
part in some distant training camp. 
- . * 


C. H. DANIELS of Stamford, Con- 
necticut, has found a use for fourth 
grade upper leather—a stock that 
has fat wrinkles and flanky sur- 
faces. He has found a way of back- 
ing it, punching it full of perfora- 
tions so that you never could tell 
but what it was tanned for the pur- 
pose. He says it will help lower 


the cost of manufacture. 
s a 


WALTER J. BLUM of the Blum 
Shoe Store, Dansville, New York, 
put an ad in his local papers as a 
pledge of faithful service as follows: 

“IT IS NOT OUR FORTUNES 
THAT ARE AT STAKE, BUT OUR 
HONOR. This store, anxious to 
comply with the regulations of the 
PRICE CONTROL ADMINISTRA- 
TION, wishes to reiterate its posi- 
tion in respect to ceiling prices. We 








are entirely for it. Those of us who 
can remember the chaotic price con- 
ditions of the first World War cer- 
tainly wish no repetition of these 
conditions, Let’s all keep our shirts 
on—our back. We are stringing 
along with the regulations, and to 
the best of our knowledge-are com- 
plying fully with the letter of the 
law. It is our intention to do all 
in our utmost to prevent that sinister 
monster INFLATION from eating 
all we have and all that we ever 
hope to preserve.” 
* — * 

LAWSON RILEY, manager of M. 
McInerny, Ltd., Honolulu, writes 
his good friend Melville Kaufmann 
of Casuals, Inc., Los Angeles, a 
message full of undaunted courage, 
in which he says in part: 

“I think you will be interested to know 
that very soon we are beginning construc- 
tion of a new centralized Men’s Wear 
Sport Shop, which is adjacent to our 
Men’s exclusive Shoe Store on Fort Street, 
which is the busiest spot in the city of 
Honolulu. We will have approximately 
a fifty foot frontage and it will enable us 
to show a lot of men’s sportswear together 


with casual shoes and at the same time 
enable us to take care of those men cus- 
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—"In France the political cauldron 
seethes and bu with uncer- 
tainty; Russia hangs as usual, like 
a cloud, dark and silent upon the 
horizon of Europe; while all the 

ies and influences of the 
itish Empire are tried, 
and are yet to be tri more 


—The above quotation is taken 


from an issue of Harper's Weekly, 
published in 1857, just 85 years 
ago. 


—Humans have always been rest- 
less, aggressive, contentious. 

—But all their struggles, strange to 
relate, seem to have one very 
definite result—progress. 

—Even today our press is ~ oe 
ing screaming headlines of ''Crisis, 
War, New Fronts.” 

—But progress is in the making, the 
old world is metamorphosing into 
a new world, and the band plays 


on. 
—Good luck! 
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tomers who come into our Men’s Shoe 
Store that desire to buy sport shirts, 
slacks, sport coats, etc., that probably 
would not want to run down the street 
to our other store. 

“We are opening this as soon as it can 
be completed and are putting in the finest 
hardwood tropical fixtures that money 
can buy, with a very unusual odd-sized 
shaped window arrangement that will en- 
able people to get in off the sidewalk and 
look at our windows. And while they 
are not used at night now, due to the 
blackout, we feel that when this war is 
won and we can again turn the lights on. 
it will be a nice spot to do window 
shopping.” 


MAURICE GOLDSTEIN, buyer 
and manager for Felser’s, Wash- 
ington, D. C., says: 

A suggestion which might be 
helpful to both our government and 
the shoe industry: Referring to the 
rationing of civilian’s shoes as a re- 
sult of greater need of leather for 
Arnity and Lend Lease purpose, it 
seems that the new production of 








women’s low heel types of shoes, 
children’s shoes, etc., could be cut ~ 
and a substitution be made by 
cleaning stock in the retail and 
wholesale stores of the types needed 
and sell them to the government at 
a lower price than it would cost to 
produce them. This also would help 
clear out short lots of shoes and gel 
rid of old merchandise which is still 
good in quality and of which most 
shoe stores have plenty.” 


DICK PRATHER of La Mesa, 
Calif—famous old shoeman—re- 
tired, writes: 

“If I were in the shoe business 
again, I think I would buy a lot of 
plain white cotton sockettes, have 
them laundered and sterilized, place 
them in a nice white tray with a 
nicely lettered card saying: ‘Steri- 
lized socks, freshly laundered and 


guaranteed for your protection.’ 








kvery time one of the barefooted 
gals came in for a fitting the sales- 
man would present this tray and 
ask the lady to slip on a pair before 
trying on the’ shoes. The salesman 
would explain very carefully and 
impressively that this was a practice 
recommended by the best health 
authorities to prevent infection, etc. 
(Of course the socks should be 
laundered, sterilized, deodorized, 
etc., after use.) 

“I am of the opinion that this 
would go a long way toward reliev- 
ing the barefoot try-on situation. I 
remember many years ago that 
country stores used to keep a sup- 
ply of cheap cotton socks handy for 
the use of yokels who came in to 
buy shoes for dirty feet. It came 
to be a regular practice and no man 
ever resented it.” 

* * * 


P ROMOTE community-wide com- 
pliance with the requirements of the 
Maximum Price Regulations of 
OPA. The National Retail Dry 
Goods Association has just issued a 
booklet on Price Control. It con- 
sists of 22 pertinent questions and 
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answers concerning the reasons for 
and the requirements of the Price 
Kegulations. Representative of the 
type of its contents are the follow- 
ing question and answer: 
“QUESTION: I have just a small store. 
What difference does it make whether I 
comply or not? My sales volume is so 
small that no one would ever know the 


“ANSWER: If people reasoned that 
way we should certainly lose the war. 
Every man in the armed service could 
make the same argument. Every person 
could take the same attitude with re- 
gard 40 War Stamps and Bonds. This 
nation is composed of more than 130,- 
000,000 little individuals. Any one of 
them could be lost sight of but together 
they form a mighty nation and,if each 
does his part our war strength will be 
so great that we must win this struggle. 
No matter how small your store, it is 
part of the strength of retailing and of 
the United States. There must be no 
gaps in our ranks. No matter how small 
your business may be, get the satisfac- 
tion of knowing you are conducting ‘it 
like a worthy American.” 

* * * 


SOUTHERN merchants like the 
new credit rulings. Once upon a 
time the ledgers bulged with long- 
overdue customer accounts. Now 
comes the great day of Cash—sweet 
cash. 

Cash sales, now running to about 
40% in the southeast section of the 
Southern States, will be increased to 
50% as a result of new government 
credit regulations, is predicted by 
Thomas W. Perry, president of the 
Charleston Retail Merchants’ Asso- 
ciation. Perry believes that the re- 
strictions will (a) provide mer- 
chants with a more even flow of in- 
come for goods sold, (b) impress 
upon customers a deeper sense of 
their obligations, and (c) prevent 
the opening of additional charge ac- 
counts that will not be paid out on 
time. . 
} ACK W. DECAMP, of V. J. De- 
Camp’s, East Lansing, Michigan, 
writes: 

“V. J. DeCamp’s celebrates their 
fifteenth year in business in East 
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Lansing. ‘This is another one of 
the Recorper’s ‘father and son’ 
combinations. We have not only 
subscribed to the RECORDER since 
we have been in business, but for 
many years before that I remember 
seeing the RecorpER around our 
home. My father traveled for shoes 
for twenty-seven years (mostly in 
Michigan) before he opened the 
store here in 1927. 

“We have now moved into a 
much larger store in the heart of 
ing. The new store is not only 
larger, better located but it is more 
modern. Though located in a col- 
lege town (Michigan State College, 
the oldest agricultural college in the 
United States) we have a family 
shoe store; and children’s shoes are 


a large part of our business.” 
* * . 


GEORGE SUFFERN, who is devot- 
ing almost the entire downstairs 
sevtion of the Money Back Smith 
Store in Oakland, California, lets us 
know via one of our western scouts 
that “The shipyards have certainly 
reorganized shoe styles as far as 
my business is concerned. Workers 
are buying the sloppiest, easiest, un- 
lined soft leather shoes they can get. 
o * 


A SOLDIER friend has given us 


why so many of the boys 
insist on buckle strap oxfords. 


“Soldiers must shine their shoes and 
to shine them the inspecting officer 
insists (and I mean insists) that all 
shoe laces must be drawn up and 
tied and the- shoes put under the 
cot. When the bugle sounds “You've 
got to get up, you've got to get up’ 
the sleepy eyed boys get the laces 
all tangled up trying to get them 
unlaced, and on their feet in nothing 
flat. So the buckle strap which 
really goes on in a hurry is their 
favorite.” 


It'S STILL 
GOOD , 





MAX SOMMER, of Sommer & 
Kaufmann, during World War | 
wrote a little booklet entitled: “Win- 
ning the Battle of Shoe Leather in 
the War Behind the War.” Gradu- 
ally its fame spread throughout the 
country and requests were received 
for copies from many sources. The 
Department of Justice Fair Price 
Committee asked for permission to 
reprint 5000 copies for distribution 
throughout the country, and these 
were glady furnished by the firm. 
Recently, this booklet has been re- 
vived, and a series of five ads based 
thereon have appeared in the San 
Francisco newspapers. 
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“She's already finished two pairs of socks since | started to wait on her.” 
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Lt. John F. Hasey— Yankee Fighter 


~~ i - 


JN this amazing world of shoes, there is a splendid 
family spirit and when we learn of someone with a 
shoe connection, who reflects honor upon the craft by 
his deeds and actions, we like to talk about it. 

It’s a far cry from the fitting stool in a New York 
shoe store to the desert battlefield, but that jump was 
made by Lt. John F. Hasey in a succession of adven- 
tures to fill an ordinary lifetime; and yet, our hero is 
scarcely twenty-six years of age. 

We want you to read about him in his book, just 
published: “The Yankee Fighter” (Little Brown Co., 
Boston, Mass.—$2.50) . 

John F. Hasey of Bridgewater, Mass., from a well- 
known shoe family and with personal experience in 
shoes, writes a book of first-hand experience that goes 
all the way from AVAC (American Volunteer Ambu- 
lance Corps) work in Finland where he was wounded 
and half-frozen, to desert fighting in Syria, where he 
was scorced by the heat and almost mad with the pain 
of the almost continuous sandstorms. In the beginning 
of the book there are many little interesting incidents 
about some famous people he met, including John 
Stockholm, manager of the Walk-Over Shoe Store in 
Paris (the man, who in his fifty years of friendly shoe 
life, has met most every American traveler to Paris). 


There is something, too, about Jack Stockholm and 
his brother, George, sons of the famous Walk-Over 
manager. So much for the shoe flavor of the book, 
which is simply preliminary. 


JOHN F. HASEY went to Exeter and Columbia. As ¢ 
young man, with great curiosity, he was not unknown 
to the Stork Club and night life of New York City. 
Being a restless sort, he went to Paris to master the 
French language. He became a jewelry salesman for 
Cartier and he sold some of the precious things to the 
Duke and Duchess of Windsor, Marlene Dietrich, Doug- 
las Fairbanks, Jr., and many others of fame and fortune. 
In September, 1939, he enlisted in the French Foreign 
Legion. There wasn’t any immediate action, so he 
became one of the pioneers in organizing the AVAC. 
In Finland he was in command of a unit of four men 
and two ambulances. His war experience in the Arctic 
wilderness northeast of Lake Ladoga is something worth 
reading. His feet became frozen when thé thermometer 
fell to 50 degrees below zero. His toenails fell off and 


< —= 
BRAVE SON OF SHOE FAMILY 


Valiant Lt. John F. Hasey, the YANKEE FIGHTER of the 
Free French Foreign Legion and his brother, Richard E. 
Hasey, traveling salesman for Wall-Streeter in the Mid- 
West, in front of the craft mural in the Walk-Over Shoe 
Store on Fifth Avenue, New York City. The proud father 
of these boys is Fred. L. Hasey, in charge of Walk-Over 
Stores nationally. 
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never grew back. A bursting bomb broke his arm 
and he came back to America. He traveled the country 
over to raise funds for the Ambulance Corps; got fed 
up with it and went back to France. 

Boy, if you want to read some thrilling adventures, 
read about the confusions that followed the collapse 
of the French resistance. He finally enlisted in London 
in the Free French Foreign Legion and was off on a 
transport to Dakar. After training in the Cameroons, 
he participated in some of the hottest fighting im the 
East African Campaign against the Italians. 


HERE’S a flavor of his simple, direct writing that is 
truly American: 


“I have been asked to biing out battle scenes in more detail, 
to describe the action and point up the drama, and I have found 
that battles are lived only in reflection, when scenes come before 
the mind in perspective and in an orderly sequence. 

“What does a man think of, when he pulls the ring in a hand 
grenade and throws it at a machine-gun nest? He thinks 
merely of getting it out of his hand, throwing it as accurately 
as he can toward the mach‘ne-gun net, and dropping for cover. 
He doesn't think profound thoughts about the cause he is fight- 
ing for, or the civilization that makes him wipe out several 
lives around the machine gun. He is too busy to philosophize; 
too deadened by fatigue to think deep thoughts; and he is more 
likely to be irritated by a chafing boot, or stinging brambles in 
the bush piercing his palms as he fall:, than to be thinking 
heroic thoughts. When he hears his grenade blow up, feels the 
ground tremble, and waits for the ear-spl'tting crash to stop 
ringing in his head, he pokes his head up cautiously, looks at 
the emplacement, and does not figuratively rub his hands and 
say: ‘Ah, I got four that time.’ Instead, he looks from left to 
right and in the rear, another grenade in his hand, ready to 
throw it. 

“He rises higher, still crouched, surveying the scene, and it 
he sees upturned toes on one side of the machine gun, dangling 
listless arms on the other, a prostrate body, with head tilted 
back, in the rear, he advances, still crouched, until he can put 
his hand on the machine gun, ready to swing it. If he hears 
eranching underbrush near by, he yells the French equivalent 
of ‘Come on out, sucker, the war is all over for you.’ .. .” 


Lt. Hasey got his from a burst of machine gun fire 
while leading a foray a few miles outside of Damascus. 
His jaw was nearly shot away. Bullets went through 
his neck, his side and his hand. 

We had occasion to see him after 11 months of hos- 
pitalization and, miracle of miracles, they had built a 
new jaw for him; helped him to talk again. And we 
found him to be modest, retiring and a thoroughbred 
American whose story* is a timely inspiration to one 
and all. 

Read “The Yankee Fighter.” Its 287 pages are filled 
with John Hasey’s story and illustrated with graphic 
pictures. 

Lt. Hasey was decorated with the Croix de Guerre 
with Palms and his citation makes him a Life Com- 
panion of the Free French Order of Liberation. His 
personal letter from General Charles DeGaulle pays 
tribute to him for being the first American to shed his 
blood with the Free French Forces. 





WOMEN ON THE WORK FRONT 


A Steadily Growing Market for Functional Footwear 


WOMEN are noted . . . even today . . . for wearing any old shoe for work. 
This theory has been applied by housewives for many years. Never mind 
whether the shoe is suitable or not, is their thought; it’s good enough to 
wear around the house and do the daily chores in. So, the old house slip- 
per .. . too soft to give needed support . . . or the old party slipper . . . too 
soft, sloppy and high-heeled . . . have been used for work which demanded 
well-built, practical types of shoes. This tendency has been found carry- 
ing over into industrial work. Many women and girls in war plants, for 
instance, are still going on the theory of any old shoe for work. 

The war and recent developments in shoemaking have been gradually 
changing this point of view. First came the growing popularity of lower 
heels in play, casual and even dressy types. Then the war brought in the 
strong acceptance of low heel walking types. Both these trends are style 
trends, keyed to the needs of the times. The result is that women are 
accepting comfortable shoes as smart shoes. Once they come to depend on 
this better type of shoe, they will want it for work even more than for 
leisure or ordinary daily wear. 

The right shoe for one job is not the right shoe for another. There are, 
for instance, the specialized shoes designed for work in war plants where 
the workers are exposed to the danger of heavy falling objects or the 
danger of explosions. The first risk is being taken care of by specially 
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TIME WAS WHEN NURSES’ SHOES REPRESENTED THE ONLY LARGE VOL- 
UME BUSINESS IN FUNCTIONAL SHOES FOR WOMEN. TODAY 13,000,000 
WOMEN ARE EMPLOYED IN GAINFUL OCCUPATIONS. BY THE END OF 
1942 MANY MORE WILL BE NEEDED. THIS HUGE NEW POTENTIAL MAR- 


KET FOR WORK SHOES IS WORTH WATCHING AND WORTH PROMOTING 


reinforced toes, some capable of bearing several hun- 
dred pounds of weight. “Conductive” shoes prevent 
the danger of explosion, due to the igniting of a spark 
by the static electricity in the worker’s body. The 
theory of the Conductive shoe is well understood by 
now. The shoe is made of materials which allow this 
static electricity to pass out of the wearer’s body into 
the ground where it can do no harm. 
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Costume designed by the Bureau of 
Home Economics. 


Three suggestions for women in farm work: 
Reading from left to right. Low heel, high- 
riding two-eyelet Play-tano from California 
Shoes, Ltd. High top laced boot, completely 
unlined and very light from O’Donnell Shoe 
Co. Boys’ moccasin blucher, unlined, an 
official Boy Scout shoe by Brown Shoe Co. 


by ELEANOR RUTLEDGE 


Apart from these highly specialized shoes are a 
much larger group of very practical low heel shoes de- 
signed to give the greatest comfort possible in broad 
lasts, low heels, soft but sturdy leathers. Some of these 
are welts, some are special platform constructions with 
low wedge heels. Some are on 8/8 to 12/8 heels. 
Others are on 14/8 to 16/8 heels. The higher heels 

[TURN TO PAGE 23, PLEASE] 





CUSTOMERS LIKE 


“WAR SHOPPERS’ NIGHTS” 


War’s widespread repercussions upon American in- 
dustry are exerting a profound if indirect influence, not 
only upon the merchandising, selling and promotional 
activities of retail stores but also on the more or less 
routine operations of retailing. An interesting example 
of this is the fact that shoe stores, department stores 
and specialty shops in important war production centers 
are adopting new schedules of store hours to accommo- 
date workers who are busy six or seven days a week in 
industrial plants producing war materials. 

In many cities these new schedules have been in 
operation for some time, and the results in most. in- 
stances seem very satisfactory. The situation that led 
to the change resulted from the speeding up of war 
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production. Factory workers who had formerly had 
Saturday afternoons or all day Saturday to do their 
shopping were called upon to put in a full week at the 
job, with no half days off. Often all of the adult mem- 
bers of a family were employed. So it was necessary 
for the stores to provide an opportunity for these 
people to do their shopping in the evenings. The stores 
did not wish to add unnecessarily to the working hours 
of their salespeople or incur overtime wage costs, so 
in most areas the policy they have adopted has been 
to keep open Monday evenings until 9 P.M. and equal- 
ize the time by remaining closed Monday forenoons, 
opening the stores at noon or at 12:30 P.M. 

Rochester, N. Y., is an example of a large eastern 
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Merchants in War Production Centers Give Workers Convenient Hours to 


Buy, Keeping Stores Open until 9 P. M. on Mondays and Making Up the Time 


by Opening at Noon on the Same Days—Pian Hailed as “Very, Very Suc- 


cessful" in Birmingham, Ala., and Is Well Liked by Store Personne! and 


Public in Various Widely Separated Defense Areas the Country Over 


More leisure to shop is an idea that appeals to customers, 

and especially to the feminine portion of the buying 

public. Photo at left shows night shopping scene in the 
Loveman, Joseph & Loeb store, Birmingham, Ala. 


city where a plan of this nature is in operation, afd it 
has proved very successful, being well liked, apparently, 
by the merchants and salespeople as well as by the 
shopping public, and particularly that portion of the 
population employed in war industries. On July 6th 
about 65 downtown retail stores, members of the Re- 
tail Merchants Council, changed- their hours “for the 
duration,” keeping closed until 12 o’clock noon on 
Mondays and-remaining open until 9 P.M. Some of 
them are also open Thursday evenings until 9 P.M. 
Their hours for the rest of the week are from 9:45 A.M. 
until 5:30 P.M. except on Saturdays when they close 
at 1 P.M. The Saturday afternoon closing is only for 
the months of July and August. 

It was customary for Rochester stores to be open 
certain evenings before Christmas and they did that 
as usual last year. At that time many of their men cus- 
tomers told them that, since they were working six 
days weekly in war plants, they did not have any time 
to do shopping during the day and had not been buy- 
ing many of the things they needed. 

Accordingly, after Christmas, the large men’s stores 
announced that they would be open Thursday even- 
ings until 9 o’clock for the accommodation of these 
workers. A good many of the smaller stores also re- 
mained open on Thursday evenings, and more of them 
were added to the list as time went on. 

As a large number of women also went into the war 
industries to work, they joined in the crowds of Thurs- 
day night shoppers. Housewives who were unable to 
get domestic help said they were unable to leave their 
children alone at home until their husbands returned 
and they asked for time in which to do their shopping 
in the evening. Then the department stores came in. 


SINCE Monday forenoon is the dullest time for trad- 
ing—and clerks needed more rest—it was decided that 
this would be the best time for closing while Monday 
evenings, immediately after most pay days, would be 
the best time for shopping. Rochester streets now look 
like New York streets during the rush hours and on 
Monday evenings. 


August 22, 1942 


For the special convenience of defense and other 
workers, twenty Syracuse stores, including shoe stores, 
recently announced a similar schedule of store hours, 
effective August 10th, opening at noon Mondays and 
closing at 9 P.M. on that day, opening at 9:30 A.M. 
Tuesday, Wednesday, Thursday, Friday and Saturday 
and closing at 5 P.M. during the month of August. 
Customers who can shop during the daytime are urged 
to do so, leaving the evening hours for those who are 
free to visit the stores only at that time. 

Shoe stores along with department stores in Birming- 
ham, Ala., now have a “War Shoppers Night” and it 
is proving “very, very successful” according to Morton 
Simpson, vice-president of Burger-Phillips Company 
and head of the retail division of the Chamber of Com- 
merce which is sponsoring the event. 

On Mondays the stores open at 12 noon and remain 
open until 9 P.M. On other days in the week the hours 
are from 10 P.M. to 6 P.M. Shoe stores and depart- 
ments report they have been crowded on Monday 
nights and have been able to attract new customers. 
Old customers seem to like the idea also, as it gives 
them more time to shop, than where they have to snatch 
time out from lunch to shop for shoes. 


ONE shoe buyer said Monday night had apparently 
turned into a regular family shopping night, somewhat 
like the old fashioned Saturday night in a country 
town. The whole family comes to town and as a result 
sales have been good of both men’s and women’s shoes, 
not to mention children’s. The men were the ones who 
raised a howl about not having time to buy a pair of 
shoes or boots, but it seems the women now come with 
them. Then too a lot of women, more than ever before, 
are now working and do not have as much time as 
formerly to shop. 

While Birmingham likes Monday for the shopping 
night several other Southern towns in defense centers 
take Thursday nights. Suffice to say the “War Shoppers 
Night” is proving quite a volume producer and what 
was started as a patriotic gesture will likely be con- 
tinued as a good idea. One thing shoe department man- 
agers like is that shoe shoppers take more time and 
buy more and better shoes. 

All department stores and most men’s stores and spe- 
cialty shops in Madison, Wis., have adopted a policy 
of opening at noon on Mondays and remaining open 

[TURN TO PAGE 25, PLEASE] 
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The silhouetted figure in 


the background ties in with 

the headline “Tailored Sim- 

plicity” which aptly applies 

to the calfskin shoe, in this : <n 
early Fall ad for Herold’s, on, 2 
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in San Jose, California. 


ADVERTISING 


AS USUAL ::: 
WEST COAST POLICY 


WEST COAST shoe stores are approaching the Fall 
shoe advertising situation from different angles because 
they find that what women wear is related to what 
women do. They know that quality is more a part of 
fashion than ever before because good fashion reflects 
the spirit of the times. That is why, from a rather quick 
survey of several shoe retailers in the West, we find 
that the lower heels—14 to 18 eighths—in casual as 
well as dress types, have received unanimous approval 
in their fashion and merchandising plans. 

Even with a possibility of curtailment in buying 
and maybe in selling, West Coast retail shoe stores 
realize the importance of keeping their particular com- 


munity informed as to their “leaders” of fashion and 
quality, with attractive, comprehensive ads as repro- 
duced on these pages. 

Instead of holding on to their merchandise in fear 
of not getting reorders, retailers are advertising and 
selling what they have now—knowing that as time goes 
on, other types will be adopted, if present styles cannot 
be duplicated. These retailers are right. 

In spite of the attempted promotion which the men’s 
ready-to-wear stores made, when the deadline for 
“cuffed” trousers was announced, many men not only 
preferred the cuffless trousers but brought in their 
already “in use” suits to bring the cuffs up-to-date, so 
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Merchants Confident That Shoes Will Be Available, Despite Shortages in 
Some Materials, So They Are Going Ahead with Promotion Plans, Adver- 


tising and Selling the Merchandise They Have in Stock, but Tying Their 
Advertising in as Closely as Possible with the Activities of Customers. 





by MARTHA WEISLER 


to speak. This has been and should continue to be an 
example to alert shoe retailers. 

Charles Kushins of Oakland have started their Fall / 
advertising with genuine alligator and alligator lizard he says, “with stronger emphasis on plainer types of 
because, as Arthur Weston says, “Women will still shoes” and he thinks the store “should have the best 
want beautiful footwear to adorn their feet . . . that season on play type shoes. . . .” 
the basic trend will be for smart looking, comfortable [TURN TO PAGE 32, PLEASE] 
shoes from which they can expect to get more than one 
season’s wear.” “Suede is again important this Fall,” 








mestling in « bed of sooty black ... 

medieval splendor transferred te 

your feet in black sucde...with either 

bigh oF low heels. 

* Exctosive with Coro! Wills in Oakland 
Your charge account invited. 


Carol Wills in Oakland emphasizes CARO L WI 


the jeweled bow with poetry in 
the headline. The decorative Ben 
Day border serves to set the ad 
off from others in the newspaper. 








Herold’s, San Jose, rely on the sim- 
plicity of layout, plus catchy head- 
line to attract interest in this 2 col. x 
&-inch ad. . The small figure in the 
background establishes the shoe “for 
glamour moods.” 


August 22, 1942 














NATIONAL FREEDOM WEEK 


Boor anv Sor Recorper’s Freedom Week Window 
Display Contest, first announced in the Recorper of 
June 6, in which first, second and third prizes were 
offered for the best shoe displays shown during Free- 
dom Week, June 27-July 4, and entered in accordance 
with rules published in the same issue, brought a grati- 
fying response from stores in widely separated sections 
of the country which offered original and attractive 
windows designed along patriotic lines. 

The entries have received careful consideration, not 
only from the editorial staff of Boot anp SHOE 
ReEcorDER but also from shoe display and promotion 
experts called in for consultation. The names of per- 
sons submitting photographs of prize winning windows 
are announced herewith. The closing date of the con- 
test was July 6. As will be seen from the accompanying 
illustrations of the three prize-winning windows, the 
patriotic theme was introduced in each case in a very 
effective way, and with definite sales appeal. 
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Photograph above shows the window which was awarded 
first prize. William Foley, manager of Steve Shoes, 
Kansas City, submitted the picture of this Freedom 
Week display used by his store. Color scheme, of 
course, was red, white and blue. An illuminated spot- 
light shone on the center panel, which was red in color. 





THE WINNERS 


First Prize, $25.00 War Bond, William Foley, Manager 
Steve Shoes, 316 West 47th Street, Country Club Plaza, 
Kansas City, Mo. 

Second Prize, $10.00 in War Stamps, Nathan Steinbock, 
Maneger Jo-Vels Shoe Store, 410 Commercial Street, 
Astoria, Ore. 

Third Prize, $5.00 in War Stamps, Miss Glidden E. Lemon, 
Central Shoe Store, Ludington, Mich. 


Honorable Mention: Charles Lasky, Lasky’s Shoes, 6602 
Delmar Boulevard, University City, Mo., and Roland Fisher, 
Family Shoe Store, 224 East Main Street, Cttumwa, !a. 
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WINDOW CONTEST WINNERS 


ANNOUNCEMENT OF PRIZE AWARDS IN PATRIOTIC DISPLAY 
COMPETITION SPONSORED BY BOOT AND SHOE RECORDER 
FOR WEEK PRECEDING JULY 4TH 


The originality shown by the display men was de- 
serving of special commendation. For example, Wil- 
liam Foley, manager of Steve Shoes, Kansas City, who 
sent in the photograph of the window that was awarded 
first prize, introduced in his window a pair of hob 





Miss Glidden E. Lemon, of 
Central Shoe Store, Luding- 
ton, Mich., made by hand 
all of the decorations used 
in the window at the right. 
which was awarded third 
prize. “We tried to carry 
out the spirit of patriotism 
due July 4th and at the 
same time correlate it with 
the present crisis and the 
sale of bonds,” she wrote. 
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nail shoes from World War I, and by comparison a 
pair of Army shoes of today, also a pair of Danish 
wooden sabots side by side with a pair of wooden soled 
shoes of today. The RecorpER congratulates the win- 
ners and thanks all who submitted photographs. 





The window at the left, 
which was awarded second 
prize, caused a lot of favor- 
able comment and resulted 
in the sale of $300 worth of 
bonds and $17 worth of 
stamps the first day, accord- 
ing to Nathan Steinbock, 
manager of the Jo - Vels 
Shoe Store, Astoria, Oregon. 
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The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


The Fit Will Win 


ONCE upon a time there was a business in the Boston 
shoe district that had a big sign stretching over the 
entire front of the building, reading: “THE HOUSE 
WITHOUT AN OVERHEAD.” It isn’t there any more. 
What it was “without” helped put it out. As Webster 
puts it: “Overhead—the general expenses of a business 
as distinct from those caused by particular pieces of 
traffic, indirect or undistributed costs.” 

At the moment there “seems to be a competition in 
pessimism about the country’s economic future.” The 
law of the ceilings hasn’t made that competition in 
pessimism any the less. Now he talk is about business 
being in the situation of “too narrow for profit margin” 
between cost and selling price.- You can freeze raw 
stock prices, but you can’t fgeeze labor. You can 


freeze material cost price but you can’t freeze overhead. 
You would be amazed at the sumber €%osts that 


have risen since the ceiling month of March—a full 
accumulation of these little items pressing upward so 
that the margin. between the cost and the ceiling is 
paper thin. The tendency: is t@eep on piling up the 
overhead until the whole structure topples over. 

Now is an excellent time to scrutinize and perhaps 
liquidate many overhead items. One thing that can 
go by the board is “Special Deals” so that the price is 
the same to all buyers in the same classifications. Little 
wastes all along the line in the form of leaks need to be 
plugged. The merchant who leaned heavily on his 
manufacturer for every sort of sales help is beginning 
to find out that he has got to-do it for himself; and by 
the same token, he may, knowing his own community, 
do it even better because, mark you well, we are only 
at the beginning of the economies for efficiency. 

: A letter from an English factory shows that it is 
getting by with 33 1/3 per cent less output on 40 per 
cent less labor because it scheduled its,production for a 
steady 48-hour week, 50 weeks in the year. Because 
the factory is running at an even pace through the 
year, it also cut its overhead very sharply. 

We are not saying’ much about net profit because, by 
and large, that’s going to be taken away from you 
anyway. The schedule of corporation taxes adopted by 
the House of Representatives is 45 per cent combined 
normal and surtax and 90 per cent excess profit taxes. 
You may have read what A. G. Bowman, treasurer of 
the Boeing Airplane Company, testified before the Sen- 
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ate Finance Committee last week. He said that 96.6 per 
cent of the company’s profit would be subject to the 
excess profit taxes and that its total net income would 
be taxed at the rate of 88.75 per cent. “Such a punitive 
rate of taxation,” he said, “probably would end the 
eexistence of the company.” This is no taxation. It’s 
the destruction of enterprise. 

Let’s take a look at the English record. One of our 
American concerns had a British company#rIts profits 
last year were $5,600. When taxation ished its 
trimming and cutting, there was precisely $384.00 real 
profit left—scarcely worth the risk. The British rate 
for the first year, 1940, for this company was 4 of the 
adjusted profit at 60 per cent and 34 at 100 per cent. 
Then for the year 1941—100 per cent. They sure know 
how to take it away from you in these days of economic 
warfare—ain’t we all in it, everyone? 

But not to leave yeu in the position of pessimism 
worse confounding, -Wwouldn’t it be better to make a 


“diving through wages»(and a continuance of the exis- 


tence of the business through operation with scant 
profits) than it is to face that great collapse that would 
certainly happen if we let inflation run its course. Sup- 
posing shoes rode up to $20.00 per pair because of 
scarcities and uncontrolled inflation; and something 
happened to make them worth $3.00 per pair to the 
consumer because the bubble had burst—where do you 
think your store would be and the factories and tan- 
neries and everything else? It happened before—it can 
again. 

The outlook may not be very promising for big 
profits but remember this, not only business but every- 
thing else in the free world is feeling the hot breath 
of the Nazi and Jap on its neck. The important thing 
for each and every one of us in business to do is to be 
so fit, so efficient, so wasteless that when we turn to 
face the beast, he knows that he is in a fight. When we 
have him running the other way we don’t even want 
to see a trace of his footprint in the sands of Time. 

So it is for that ultimate reason that we cleanse and 
clarify our businesses, purifying the style stream, ex- 
pediting the ordering, making and delivering of shoes 
on a regular week by week economic operation. We 
haven't started to do business the right way, but we all 
know what’s right and why tired and sluggish busi- 
nesses haven’t a chance. The fit will win! 
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Women on the Work Front 


[CONTINUED FROM PAGE 15] 


are considered by some last. makers to 
be more comfortable for the majority 
of women. 

The growing army of women work- 
ing on the land is crying out for the 
right farm shoe. We have been looking 
for it but we do not feel that we have 
found it yet. It should, be sturdy and 
thick of sole but it should not make a 
woman feel that her feet are clumsy 
and unmanageable. It should keep out 
dirt and moisture and it should be 
made of a leather which can resist 
chemicals in fertilzers. We think that 
it should be somewhat higher than an 
oxford in order to keep out dirt, gravel, 
grass, hay, etc. Shoes shown here are 
merely suggestions. One of them is a 
boy’s shoe. Another is a higher boot 
than would be ordinarily needed. The 
third is a good height and comes near- 
est to being the ideal farm shoe. 

Not only in farm shoes, but in all 
types of women’s work shoes, there is 
room for new ideas. By the end of 
1948 the U. S. Department of Labor 
expects that another five million will 
be in some sort of industry or farm 
work. Millions of new customers for 
work shoes are just a few months 
away. 


Russell S. Wood 


PHILADELPHIA, Pa.—Russell S. Wood, 
53, president of the Middle Atlantic 
Shoe Retailers’ Association, died at his 
home, 334 Wadsworth St., Mt. Airy, 
this city, after 38 years in the shoe 
business. 

Mr. Wood began his shoe career in 
1904, with Robert Cherry Sons, shoe 
store, at 5541 Germantown Ave., as a 
delivery boy. Later he became an in- 
side salesman, rising to assistant buyer. 
In 1922 he was made chief buyer for 
his firm, which position he held until 
his death. 

Early this year he was elected presi- 
dent of the Middle Atlantic Shoe Re- 
tailers’ Association. He had to give up 
active participation because of his 
health but the organization insisted he 
retain the presidency. 

Mr. Wood inaugurated the idea for 
his firm of getting the names of all 
local doctors attending medical conven- 
tions and writing to them of his stores’ 
latest models, service and measuring 
devices, requesting they open a charge 
account, stressing the fact their mea- 
surements would always be on hand 
and orders could be filled by telephone, 
thus saving the doctor many precious 
hours. 

Another innovation was the sending 
of birthday greeting cards to all chil- 
drén patrons of the store. Mr. Wood 
believed this kept the store fresh in 
the minds of both child and parent. 

Mr. Wood was a 32nd degree Mason 
and a member of the Second Baptist 
Church, Germantown. 

He is survived by his widow, Melva; a 
son Kenneth, and a daughter Florence. 
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SKIMOOR 
Made of 
Horween's Brown 
Hand-boarded Calf. 














War’s Effect on 
Wisconsin Trade 


MILWAUKEE, Wis.—The war pro- 
gram, which has been pouring millions 
of dollars worth of orders into Wiscon- 
sin plants, including shoe factories, has 
breathed hot and cold on cities around 
the state. 

While factory jobs and payrolls are 
up in such cities as Beloit, Milwaukee, 
West Allis, Manitowoc, Wausau, Racine, 
Madison, Fond du Lac, Baraboo, Sparta 
and Sturgeon Bay, other cities have 
been adversely affected by the program 


and employment and payrolls are down 
in Eau Claire, Janesville, Kenosha and 
La Crosse. 

As might be expected, retail stores 
are doing a thriving business in those 
towns where factory jobs and payroll 
are up. However, the total retail trade 
in Wisconsin employed only 114,400 
persons this June compared with 117,- 
300 a year ago. The ifuprovement in 
retail sales is reflected, however, in the 
fact that these workers earned an esti- 
mated $2,583,000 in weekly payrolls this 
June compared with $2,499,000 in June, 
1941. 














This enlarged gear motif with cutouts showing 

women at work aptly carried out the window 

idea and provided an interesting backgr 
for this recent display by Bullock's. 


agement sensed a definite need of highlighting this 
kind of footwear because many young women whose 
feet are now mostly active eight hours a day producing 
war implements, responded to suggestions in the way 
of sensible shoes. 

One shoe featured was designed for the store by 
Walter Braun and this one proved a natural. The shoe 
was a closed toe oxford made over a free fitting last, 
platform sole and has a wedge heel. 

Newspaper and window displays built around this 
shoe proved to be one of the most effective campaigns 
the store has experienced in a long while. Sales were 
made of these shoes several weeks after the window 
was pulled. Right now there is a decided demand for 
closed toe casuals, as it seems everybody is interested in 
owning at least one pair of shoes of this type, not only 
for manual labor work, but for slack wear, gardening 
and even for comfortable shoes to wear in the house. 


PROMOTING SHOES 
For the WORKING WOMAN 


HOW BULLOCK'S, LOS ANGELES, CALIF., CARRIED OUT AN 
EFFECTIVE CAMPAIGN TO EDUCATE WOMEN WAR WORKERS 
TO THE NEED OF THE RIGHT FOOTWEAR FOR ACTIVE FEET 


SINCE the first of the year, Bullock’s has been making 
a definite appeal to the great, growing army of well 
paid men and women employed in the war industrial 
plants in Los Angeles. 

A series of 2] dramatic seven-column newspaper ad- 
vertisements, each appealing to one type of war indus- 
try (planes, shipbuilding, etc.) were instituted. Fol- 
lowing this series, the store reversed the procedure. In 
the next 2] advertisements of this size, one department 
at a time was taken up and featured. 

Special displays of several™types have tied in the 
various departments with this advertising. As each ad 
appeared, huge blowups of it were posted throughout 
the store. 

On the fourth floor shoe department, a separate shop 
for women war workers was set apart from the rest of 
the main shoe section. This was termed the “Alert 
Shop.” The reason for doing this was that the man- 


Two examples of the ads run by Bullock's {ea- 
turing clothing and for the women who 
work in the nation’s war effort. 




















BARKING DOGS 
Don’t Bite, BUT— 


TIRED, COMPLAINING 
FEET DO SLOW UP THE 
WAR EFFORT 


Scott’s 


METATARSAL 


INSOLE 
Puts PEP in the STEP! 
The Feet ate really taking punish- 


Every ‘Bellaire Style 
Designed For Today’s Market. 


ODAY’S women in cateer jobs, in war work, 

in home duties — are on their feet more hours 
daily than ever before. Their shoes must fit cor- 
rectly and be genuinely comfortable. Shoes that 
help them “Keep Their Feet” as do Betraire 
ComrorTaBLes — for service; and Foor.oose 
Sroes — for work and leisure hours. Smart, yet 
not frisolous, Every Bettame Sryce Firs To- 





pay’s Market, which is why 
they're selling faster chan 
ever, everywhere. 


Write for Fall 1942 Catalog 
of In-Stock Styles 


$5, TO 56 


RETAILERS 


NINA 
1576 — Mat Kid and 
Gabardine — AAA to C 
Flexible—with the FOOTLOOSE 
Process “Floating luncrsole™’ 


ment these days when the war ef- 
fort is demanding so much of so 
many. The need for proven foot 
correctives is greater than ever be- 
fore, particularly in War Industries. 
Cash in on this enlarged market by 
offering Scott's fine line of Meta- 
tarsal Insoles—7 distinct styles to 
choose from. Gentle sponge rubber 
support (made entirely from re- 
claimed) for both metatarsal and 
longitudinal arch in one appliance. 


¥ Just slip in the shoe and you've made a sale. 





Complete range of sizes and widths. 
STYLE #1 (Pictured Above) $6.00 Per Doz. Pair 


ORDER YOURS NOW! 


SCOTT FOOT APPLIANCE COMPANY 


OMAHA, NEBR. 





Customers Like ““War 
Shoppers’ Nights” 


[CONTINUED FROM PAGE 17] 


until 9 P.M. on that day each week to 
afford Madison area war industry and 
project workers better opportunities to 
shop in the city. The new schedule is 
designed particularly to facilitate shop- 
ping for customers employed at the 
Badger Ordnance Works and at the 
Air Corps Technical School. Shoe 
stores operating under the new policy 
include Dyer’s, Barkers, Capitol Tog 
Shop, Karstens, Walk-Over, Arenz 
Shoe Co., Huegel-Hyland and Wolden- 
berg’s. 

Merchants of Louisville, Ky., are en- 
thusiastic over the turnout for Monday 
night openings planned each week “for 
the duration” to give defense workers 
a chance to shop. 

“We know the workers needed an 
evening each week to do their buying, 
but_the business has showed the need 
was far greater than we had thought,” 
said one store manager. “Everyone is 
pleased with the way things worked 
out.” 

Motor vehicles and pedestrians were 
so thick during the rush the first night 
that Night Police Chief James Malone 
was forced te call out extra patrolmen 
to untangle traffic. 

“We put the plan of opening from 
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12:30 P.M: to 9 P.M. on Mondays into 
effect early so it would catch on by 
Fall, commented a merchant. “Last 
night’s business was above the mark 
we hoped to attain by mid-September. 
It was like a Christmas rush.” 

Another merchant told of cashing 
pay checks dated July 14 and 15. 
“People just don’t keep pay checks that 
long unless they haven’t had a chance 
to spend them,” he added. 

Although clerks were taxed to serve 
last night’s shopping throng, they 
didn’t seem to mind the work or the 
late hours, merchants agreed. They 
like the “long week-end” the 12:30 
P.M. opening gives them. 

Retail stores in Ogden, Utah, which 
recently adopted a trial schedule of 
opening their stores each Monday at 
noon, instead of 9 A.M., and closing at 
9 P.M., have voted to continue the prac- 
tiee indefinitely as an accommodation 
to military depot and other war indus- 
try workers in the area who have 
found it difficult to shop because of 
working hours. 

Thedecision was announced by Elli- 
ott S. Wright, chairman of the retail 
merchants division of the Ogden 
Chamber of Commerce. 

“We realize that this will work a 
hardship on us and our employees as 
well as make us absorb extra costs of 
operation and hasten the depletion of 
strategic stocks which later will be 


hard to replace,” he said. “However, 
we also realize our responsibility to our 
war industry workers.” 

Stores which inaugurated the new 
schedule and which will continue under 
the approval reached during the trial 
period are L. R. Samuels (Beautiful 
Shoes), Fred M. Nye Co., Hoggan’s 
Men’s store, Leven’s Men’s Store, Tay- 
lor-Wright Company, Watson-Tanner 
Company and Wright’s, Inc. 

Other Utah areas have been experi- 
encing retail sales difficulties due to 
wartime conditions. At Delta, Millard 
county center near where the Japanese 
relocation camp is under construction, 
store hours have been extended to 8 
P.M. under authorization by Mayor 
A. O. Gardner to give the hundreds of 
workers on the construction project an 
opportunity to go shopping occasion- 
ally. And restaurants have adopted 
“assembly line” methods as a means of 
getting everyone fed. 


To Enter Officers’ 
Training Corps 

BELoIT, Wis. — Gordon Gullikson, 
manager of the Big Shoe Store here, 
will be inducted into the U. S. Army 
shortly. Mr. Gullikson recently passed 
tests admitting him to the officers’ 
training corps. He will be connected 
with an infantry unit. 

















BLISTERING PAVEMENTS 


The sun’s heat from without—foot heat from 
within, cannot weaken, crack or cause changes 
in the shape, of toes formed with CELASTIC. 


BLUSTERING DAYS 


Hard usage, soakings, natural foot moisture 
are successfully resisted by CELASTIC. Linings 


always are smooth, free of wrinkles. 





—__ 


CELASTIC ADDS TO 


HIS FOOT COMFORT 





Cerxastic is a positive means of adding a 
comfort element to footwear. As the shoe is 
| made, this solution-softened box toe conforms — 
to the contour of the last. In the wearing, that 
lasted contour is maintained—with pleasing re- 
sults. Inside the “box” formed by CELASTIC, 
toe activity remains free from the interference 
or discomfort of loose linings. Maintenance 
of the outside contour preserves a newer, 
trimmer appearance during the entire time 

that Matched Pairs are In Action. 


Why Celastic Stands the Test of Wear 


Strength and lightness are inherent CELASTIC 
qualities. In its softened state the plastic in 
CELASTIC unites with the lining and doubler. 
The result is a permanently fused, three-ply unit 
assuring a firm,resilient box and a flexible tip line. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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OTHER PEOPLE’?S IDEAS 


How Will They Look Together? 


The men’s shoe department of the 
J. C. Penney Company store, Manhat- 
tan, Kansas, is attracting a great deal 
of attention to men’s sports shoe styles 
by displaying them on light wooden 
frames constructed of white pine, and 
provided with six holes through which 
wooden rods can be inserted, slacks 
are arranged to appear as if they were 
on a wearer’s leg. The sports shoes 
are shown on a small platform in- 
serted between two of the frames, 
“setting off” the slack display admir- 
ably. 

A lot of customers now buy slacks 
and shoes simultaneously, and every- 
one gets a better idea of how new 
summer shoe styles will look with 

, sport clothing. 


* + 


Post Cards Produce Sales 
For Glens Falls Store 


Kohn. Brothers, Inc., who operate 
a large and successful shoe store at 
Glens Falls, N. Y., with branches at 
Saratoga Springs, N. Y., and Pitts- 
field, Mass., make use of attractive 
postcards, showing a color photo- 
graph of the interior of their mod- 
ernized Glens Falls store, in direct 
mail promotion. A recent mailing of 
these cards announced the opening 
of the firm’s Summer clearance sale. 
“Famous Shoes from Famous Mak- 
ers” is the catchy slogan used by 
Kohn Brothers in their advertising. 
The post card has proved an effective 
mailing piece. 
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Making "Em Pay 


How’s your sense of humor? These 
are times when the customers re- 
spond to the light touch even when it 
comes to paying bills, as a St. Louis 
merchant finds. He recently sent out 
200 original letters in a quarterly 
check-up with these results: 56 checks 
and over 100 promises to pay soon! 
What was the magic letter? It’s just 
a poem written in ink on personal 
paper, enclosed in a social-type sta- 
tionery envelope. Here’s the poem 
that dunned overdue accounts with- 
out engendering irritation while clear- 
ing the books with welcome checks: 


Dear Mr. Blank: 

How do you do? 

Some pay bilis when due; 

Some pay when overdue; 

Some never due. 

How do you due? 

Our credit department is awaiting your 
check. 

(Signed) 


a. @ 


Feet, Like Tires, Need Care 


Now that people are on their feet 
sc much and are eager to keep them 
in good condition, try getting up some 
“Foot Kits.” Include whatever foot 
refreshers you merchandise and urge 
customers to send the kits to soldiers, 
too. 

Every sale of good substantial, en- 
during, walking shoes offers the op- 
portunity for further sales: to keep 
the feet within the shoes in good 
shape, to keep the shoes themselves in 
prime condition. 


Card Record for 
“Too-Busy-to-Buy” Workers 


Defense workers who have little or 
no time free for shopping of any 
kind, particularly for shoes, are given 
a chance to order their footwear by 
telephone or mail in the correct size 
in the men’s shoe department of 
Famous-Barr Company, St. Louis, 
since men’s buyer W. B. Jackson de- 
veloped a “size card” given to every 
customer. 

This, printed on the opposite side 
of the regular business card which 
each salesman carries, has a space 
for the size, description, stock num- 
ber and date on which the sale was 
made—printed on durable cardboard 
which the customer can carry in his 
wallet for months or years without 
wearing out. When the customer ap- 
pears to be in a hurry, or remarks 
that he has little time free from work 
for shoe-buying, the salesman brings 
out the card, tells the customer that 
if he wishes he can henceforth order 
by telephone and have the shoes sent 
out the same day, and introduces him- 
self by name with the opposite side 
of the card. 

The customer is shown that all in- 
formation he needs to buy a particular 
shoe is there on the card, and in- 
formed that men’s shoe ads run by 
the store will carry the stock number 
in case he wants to order a different 
style. Thus, the defense worker who 
cannot shop at all during the day 
can order from the store—and a lot 
of business which would go to small 
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shops staying open late at night or 
to mail order houses is thus insured 
for the store. Slippers, boots, tennis 
shoes and even rubbers have been sold 
over the phone in this way—45 per 
cent of all cards handed out bring- 


ing results. 
* * a 


Bags to the Rescue 


Now is the time for all good bag 
departments to come to the aid of 
their shoe stores, finds George 
Schwab, whose smart shoe store is in 
the Westwood Village district of Los 
Angeles. 

Schwab has found there is no bet- 
ter way of building up a reputation 
for having an interesting place in 
which to trade than by having a good 
selection of good bags. This way he 
has discovered is a most satisfactory 
method of identifying his store by 
having lines of bags retailing from 
$5.00 to $15.00. 

Each bag is bought to complement 
shoes carried by the store. For the 
most part, they are simple, tailored 
bags which are not carried by the de- 
partment stores, or in other shops in 
the neighborhood or even in down- 
town Los Angeles. 

Having the right bag for shoes 
stocked means that one woman in 
three will buy a bag at time of shoe 
purchase. 

Off-the-street bag business is prac- 
tically nil, even though good bags are 
featured, and there is a good window 
shopping trade in the Village. 

Plenty of bags on display inside the 
store and showing bags which per- 
fectly match the color of shoes to 
each patron is the entire secret of 
ringing up a nice addition to a shoe 
sale on the cash register, finds Mr. 
Schwab. 


+ + 


Local Boys Make Good (Will) 


Have you tapped the human inter- 
est and patriotic appeal inherent in 
pictures of men in service? J. C. 
Penney, Huntsville, Alabama, did with 
resultant public approval and much 
goodwill for the store. Displayed for 
two weeks were the pictures and 
names of their own men who are in 
service but there was a new angle 
also. The store invited outsiders to 
post the names and pictures of people 
in service and so great was the 
response that shortly not an inch of 
space was left in the big double front 
windows. Further, the store did not 
include any merchandise in the win- 
dows with the pictures—only material 
pushing the sale of War Bonds and 
Stamps. Be the first in your com- 
munity to opeh your windows to your 
neighbors! 
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Plotting Your Windows 


One of the country’s leading win- 
dow display men has worked out a 
most successful method for planning 
his displays. He works out many 
of his problems of trimming on his 
backroom floor. He has found it pos- 
sible to set up a sample window by 
designating a certain space to be 

as a temporary window. He 
uses this for experimentation with 
placement, errangement of trims, 
and placing of accessories. With an 
area the same size as the window 
marked out it is possible to complete 
a well balanced and interesting in- 
stallation right on the floor before 
the final installation is made. This 
eliminates much hard work and 
wasted time and effort in the crowded 
area of the window. Much may be 
learned by this method in the me- 
chanical end of trimming and it is 
also possible to achieve a planned 
idea of what is going into the win- 
dow and where each unit will look 
the best. 


- * a 


Slippers Glow in 
Chicago Blackout 


Mandel Brothers, Chicago depart- 
ment store, took advantage of the 
city’s first official blackout on August 
12 to promote “‘Glow-Worm” Slip- 
pers, scuffs with phosphorus soles. 





Just te Time for Chitcaqge’s Blechout 


Klewmert’s Exchewwe Shne-ln The Dork 


“‘Glow-Worm'’ Slippers 











“Just in time for Chicago’s Blackout, 
Kleinert’s Exclusive Shine-in-the-Dark 
Glow-Worm Slippers” read the legend 
and added: “As important as your 
flashlight . . . these soft rayon velvet 
cross-strap scuffs with phosphorus- 
treated platform soles that shine in 
the dark! They’re comfy, too—sim- 
ply perfect for tomorrow night's 
blackout.” 


“Traffic Bar” Stops Them 

From thirty to fifty pairs of play 
shoes a day are being sold at the Den- 
ver Dry Goods Company, Denver, 
since the women’s shoe department 
placed a “traffic bar” in the center of 
the main aisle on the first floor— 
where thousands of entering shoppers 
daily are “exposed” to _brilliantly- 
colored canvas, leather and patent 
play shoes at $2.45 and $3.45. 

Titled “The Slack Shoe Bar” the 
new department is a small cream- 
colored plywood booth which bisects 
the main aisle near the front doors 
and displays twenty pairs of slack 
shoes for defense-worker wear and 
play use. Only other merchandise 
shown is low price snoods, turbans 
and novelty hats which sell to the 
same type of customer. One side of 
the square booth has an entrance by 
which slack shoe customers may enter 
it, sit down and try on a pair of thé 
shoes on a single chair provided for 
the purpose. 

Sole purpose of the displays is “im- 
pulse sales”—sales made to women 
whose attention is attracted by a pair 
ef slack shoes in the display and buy 
them immediately. 

~ * * 


“Don’t risk disappointment by buy- 
ing too late. Hurry in now!” (Flor- 


sheim Shoe Shop, Salt Lake City.) 


* * 7” 


Watch Your Language! 


Outmoded Language: “debutante” 
and “glamor girl.” Today’s girls re- 
sent those old terms because they no 
longer fit. Today’s girls are active in 
charitable, social welfare and service 
doings. If you want to attract them, 
say their leaders, stop alienating 
them by using antiquated terminology. 
Better delete the offending words from 
your sectional shop names and from 
your advertising. 


~ * + 


Extra Profits On Polish 


Are you garnering extra business 
and extra profits by pushing the sale 
of shoe polishes right now? Rum- 
baugh-MacLain, Everett, Washington, 
reports greatly increased sales from 
its current drive on “the right shoe 
polish to go with the right shoe.” The 
store has arranged a handy display 
readily accessible to sales persons and 
easily seen by customers. Besides, the 
store offers a special bonus to sales- 
people for sales of polish arranged 
concurrently with sale of a pair of 
shoes. Rumbaugh-MacLain is at- 
tuned to the “conservation” idea so 
widely impressed on customers every- 
where now. Are you? 





Below: Half stock-half display walls en- 
close the basement 


men’s department 


in the May Co. store in Denver. 


Above: Four-level blonde wood dis- 
play fixture in the May Company’s up- 


stairs men’s department. 


Caring for the PRESENT 


-¢* Preparing for the FUTURE 


PERSISTENT sales volume increases 
in men’s footwear brought about by 
defense industries and swelling of 
the population of Denver has neces- 
sitated a large-scale remodeling of 
the men’s shoe departments of the 
May Company in Denver, Colorado. 
The program was completed in June. 
Max Lackner, buyer, cannily foresaw 
the need for greater stock space sev- 
eral months ago, and thus arranged 
the remodeling to include a 100 per 
cent increase in stock storage space, 
as well as selling space on the floor. 
The upstairs department has been 
moved to the opposite side of the 
second floor from its original loca- 
tion, and seating increased from 25 
to 45. The new department forms 
a square inclosed -by hip-height 
blonde wood counters without deco- 
ration or display cases. At the front 
is a four-level, oval-shaped walnut 
fixture, seven feet long, which car- 
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The May Company, Denver, Colorado, Has No Pessimistic Views 


on the Future of the Men's Shoe Business. 


Defense Industries 


Have Brought Them Increasing Sales Volume and So They 


Remodel Their Departments and Increase Their Stock Space 


ries thirty pairs of men’s shoes on 
display all the way around a semi- 
circle which faces into the hat de- 
partment, sportswear department and 
men’s clothing department. In the 
rear of this fixture two large 30-inch 
mirrors under fluorescent light have 
been installed which make it pos- 
sible for customers to see their feet 
almost anywhere inside the inclosure 
without the usual amount of walking 
about. 

Economizing on space, Mr. Lack- 
ner arranged for a recess niche on 
the right wall, in which the depart- 


ment X-ray machine has been set— 
thus allowing for five more chairs 
without sacrificing space. 

Most impressive feature of the 
new department is its rear wall, 
which is paneled to the height of 10 
feet with blonde walnut, in which are 
set three 8-foot-high panels of red 
fabricoid leather, trimmed with 
gleaming brass studs—closely re- 
sembling the design of a modernistic 
cocktail lounge. Three fluorescently 
lit inset “display windows” show 18 
pairs of favorite men’s styles across 
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Women’s Shoe Buying Trends Surveyed 





Boot AND SHOE Recorver Representatives in Chicago, Los 
Angeles and Miami Report on Factors Influencing Consumer 
Buying in These Cities. Quality the Prime Consideration 


NEw YorK—A survey of women’s 
buying trends has been made by Boor 
AND SHOE RECORDER representatives in 
three large cities. Our Chicago repre- 
sentative reports that women have re- 
turned to the stage of buying shoes as 
they did before the panic buying which 
prevailed during the first three months 
of the year. They are now buying for 
normal needs, although there is a good 
representation that buys a “sturdy 
pair” to put away. It is believed that 
the feeling that they may not be able 
to get as good white shoes next Sum- 
mer has influenced them to buy an 
extra pair this year, but there has been 
no marked evidence of stocking up. 

Buyers say that women seem still to 
be interested in style. Although vhey 
may buy an extra pair of good walking 
shoes or conservative street shoes, they 
buy dressier types for style. Although 
they may get away with some styles 
bought for future use in hose, under- 
garments, etc., they hesitate to do so 
with something so glaringly obvious as 
shoes. 

In fact, buyers find few women 
scarcity conscious. Most of that feel- 
ing comes from the talk of salesmen. 
In fact it seems as though a lot of ex- 
tra sales made today are the result of 
a certain amount of scare and scarcity 
talk on the part of the salesmen and 
not because of any conviction on the 
part of the customer. Many are talked 
into buying up on shoes rather than 
doing so of their own volition. 

A report from our representative in 
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Dates to Remember 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Hotel Morrison, Il. 
August 24, 25, 1942 
Monthly Shoe Show, Michigan 
Shoe Travelers’ Association, 
Hotel Statler, Detroit, Mich. 
September 14, 15, 1942 
N.S.R.A. Spring Style Conference 
and Showing of American Leath- 
ers, Waldorf-Astoria Hotel, New 
York. September 16, 17, 1942 


Annual Meeting of the Tanners’ 
Council of America, Waldorf- 
Astoria Hotel, New York. 

October 14, 15, 1942 


National Shee Fair, Hotels Mor- 
rison and Palmer House, Chi- 
cago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, M n. 

‘ovember 8, 9, 10, 1942 

Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 


Moines, Iowa. 
November 15, 16, 17, 1942 


Style Show and Market Season, 
Southwestern Shoe Travelers’ 
Adolphus Hotel, 


November 15, 16, 17, 18, 1942 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 
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Expect Big Attendance 
At Style Conference 


New YorkK—Expressions of interest 
from shoe retailers and manufacturers 
since the initial announcement of 
Spring Style Conference of the Na- 
tional Shoe Retailers Association, 
which is to be held September 16 and 
17 at the Waldorf Astoria Hotel, New 
York, have convinced L. E. Langston, 
executive vice-president of the associa- 
tion, that the coming conference will 
attract a large attendance from all 
parts of the country. Many mer- 
chants, retail buyers and representa- 
tives of the manufacturing branch of 
the industry has written Mr. Langston 
to tell him they are planning to be 
present. 

The Style Conference will be held 
this time in the main ballroom of the 
Waldorf, instead of the Starlight Roof, 
as heretofore. The official showing of 
Spring leather colors, under the au- 
spices of the Tanners Council of Amer- 
ica, for which tanners of various kinds 
of leathers will send their interpreta- 
tions of the Spring colors, will be held 
in the foyer leading to the ballroom. 

Meetings of the men’s, women’s and 
children’s style committees will be held 
as heretofore, and the detailed pro- 
gram of the Style Conference will soon 
be announced. 


Provide Shelters for Air Raids 


SEATTLE, WaASH.— Several of the 
larger retail shoe outlets and depart- 
ment stores have created air raid shel- 
ters to make customers and friends 
from the street comfortable during air 
attacks “if and when” the blitzing of 
Coast cities begins. Arrows lead to 
those in the basements of Frederick & 
Nelson, The Bon Marche, and McDou- 
gall & Southwick Co., Rhodes Depart- 
ment Store, and J. C. Penney. 





Advertising as Usual, West Coast Policy 
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Jesse Thompson, of Thompson Com- 
pany, Salt Lake City, finds “military 
ties very good—especially the low and 
medium heel patterns.” And because 
“sandals are very popular” and “plat- 
forms, good sellers in any of the new 
Fall patterns” he is promoting these 
types first in his Fall advertising. The 
“run” on blue shoes is an interesting 
note from this city. 

Carol Wills, of Oakland “look for a 
big suede season, with black number 
one and brown second” according to 
Larry O’Connor. In keeping with this 
thought, their first Fall promotion was 
on dressy suedes. Their plan is to 
follow up with calfskins which will 
“play a very important part... and 
mostly closed toes.” 

Chester Herold, of Herold’s, San 
Jose, started the Fall season with 
“smooth calfskins as favorite” empha- 
sizing the 14 to 18 eighths heel heights. 
He is following this with suedes and 
also believes “black will lead—brown 
second.” It is also interesting to note 
his belief that “play shoes will run 
stronger than ever before” explaining 
that “this comes out of the constant 
growth of this kind of shoe and the 
new appeal in the closed up patterns 
now coming into the field.” 

The approach to Fall business for 
Wetherby-Kayser, Los Angeles, as out- 
lined by W. O. McCracken, is a pro- 
motion of various reptiles from alli- 
gator to cobra in several colors. Ser- 
viceability is the theme here because 
they can be in “use for a long time.” 
Suedes will then come forward al- 
though “not in quantity of other years” 
and the inevitable calfskin for later. 

Harry Sugarman, of Gale’s, Santa 
Barbara, is placing emphasis on plain 
shoes “in trend with quality buying 
and for later wear... .” 

Innes Shoe Store in Los Angeles, is 
“encouraging the selling of suedes 
early,” as planned by Jack Fowler. 
This will clear their way for a good 


business on calfskin and reptiles, sim- 
ultaneously: 

Russell Williams in San Diego is 
starting the Fall season with dressy 
suedes, stressing blue because “San 
Diego has seemed to always want a 
certain amount of blue.” He is doing 
a very good job with genuine alligator 
with more stress on the lower heels. 

From Jack Bryne, of Charles F. 
Berg Company, in Portland, Ore., the 
most popular Fall prospect in dress 
shoes looks like the sling pump closely 
followed by platform soled sandals.” 
Both the dressier casuals “principally 
in suede pumps” and the street casuals 
are featuring the lower heels. He also 
believes that “calf will steadily in- 
crease in importance” and that there 
will be “a great deal more stress this 
year on closed toes . . . almost without 
exception, wall type toes.” ' 

The general trend of SMsupht “of 
these and other retail shoe stores defi- 
nitely steer in the direction of adapta- 
bility of fashion as it will come. 
Awareness of the importance of qual- 
ity first, in all their plans, is evident. 
This is only part of what West Coast 
shoe stores are doing about the 
prophecy that shoe business is com- 
ing back to the shoe stores. 

And the alert shoe retailers are 
bringing these thoughts out in their 
advertising because, to quote George 
Ericson, “Today the conscience of the 
business world can be found mirrored 
in its advertising. At times it may 
be blatant, strident, childish, or con- 
fident, dignified, persuasive, depend- 
ing on the kind of medium in which 
it appears. But whatever its faults, it 
is increasingly anchoring its basic con- 
cept to integrity and fair dealing. 

“It is beginning to learn that under- 
statement can be more powerful than 
exaggeration. It is ever more aware 
that the building of good will is the 
premise upon which a profitable and 
equitable business relationship can be 
built. It has been re-orienting its 


practices to the end that it tries to 
find out what the public wants and 
then aids in its distribution rather than 
trying to persuade the public to buy 
what has already been produced. 

“It can no longer urge a wider dis- 
tribution of goods, since these are in 
ever-diminishing supply. But it can 
continue to build good will. It can 
prepare the people for changes in their 
way of living and for the readjust- 
ments ahead.” 

To bear out these thoughts in pres- 
ent advertising, curtailment plan of 
operation expense is practiced by many 
leading stores, by having their adver- 
tising prepared by one central office, 
where the shoe situation is analyzed 
for better results. 


Caring for the Present 


[CONTINUED FROM PAGE 30] 


the leather-upholstered space, at such 
a height, that they can be easily seen 
from “anywhere on the floor. “We 
found it important to lift display shoes 
above the level of surrounding fix- 
tures,” Mr. Lackner pointed out “Since 
in the old department, it was often 
difficult for customers to find the shoe 
department at all.” 

Improvements didn’t stop with extra 
selling space, however. The stock room 
area behind the wall is a triumph over 
limited space’ which has brought the 
May Company many compliments. 
Here, a double deck stock shelving lay- 
out has been developed closely resem- 
bling the books stacked in large library 
buildings, with a ground floor and 
balcony together accommodating over 
10,000 pairs of shoes as against the 
6000 maximum possible with the orig- 
inal stock room. 

A complete end to the haphazard, 
m2ssy appearance common to a volume 
basement shoe department has also 
been accomplished by Bert Weiner, . 
basement shoe buyer-for the May Com- 
pany department store in the remod- 
elling and relocating of his large shop. 

The May Company prior to remod- 
elling operated the oldest basement 
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shoe department in Denver. There 
were sixteen “bargain tables” on 
which shoes for men, women and chil- 
dren were displayed in huge piles, and 
little or no attempt at orderly arrange- 
ment even in the stockroom. Stock- 
shelves faced directly into the depart- 
ment, and narrow, cramped aisles to- 
gether with revolving fitting stools 
more than 60 years old made the shop 
unsightly to anybody but the primarily 
price-minded shopper. 

All such drawbacks have been elimi- 
nated in the new department, which 
was built at the opposite end of the 
basement as part of a complete mod- 
ernization plan. Twice the former 
space is provided in a rectangular lay- 
out and the entire department is en- 
closed by handsome fiuorescently 
lighted walls of blonde primavera 
wood. Most unusual feature is the 
half-stock-half-display division of the 
walls—the lower half to hip height 
being given over to stock, the upper 
half to inset display niches or “win- 
dows” with concealed fluorescent light. 
Mr. Weiner made this arrangement to 
allow quick service on popular brands 
of shoes, while at the same time keeping 
up a modern, simple wall appearance. 
There are 23 inset display sections 
around the wall for boys, girls, men’s 
and women’s shoes. all lighted inde- 
pendently with concealed fluorescent 
tubes. Thus, the customer scarcely 
notices that the lower half of the wall 
is composed of stock shelving; atten- 
tion being focused on the eight-to- 
twelve pair displays just above. 

“We will feature regularly branded 
shoes in the future,” Mr. Weiner added. 
“Which will also put an end te the bulk 
tables which were once 80 per cent 
of the department. We are using only 
three bargain piles at present in place 
of the former fifteen, for the bargain 
hunters who persist in buying this 
way, and will use the space left free 
to permit 100 fitting chairs.” The 
three buik tables are spotted across 
the front of the department, and are 
as modern in appearance as piles of 
shoes will allow them to be. 


Women’s Shoe Buying Trends 
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Los Angeles based on a check made of 
downtown stores selling shoes in the 
$6.50 to $16.50 brackets, suggests that 
women are buying differently now, put- 
ting more emphasis on practical types 
and less on fancy kinds of shoes.- Sum- 
mer sales did not move the unwanted 
fancy kinds to any great extent. Some 
customers bought a pair of these shoes 
from the price angle, but they invari- 
ably bought another pair at regular 
price. 

Nearly all women are seemingly buy- 
ing with quality footwear uppermost 
in their minds. They are conscious of 
what is happening in the entire mer- 
cantile field and are changing their 
buying habits accordingly. 
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Quality is first. Style is a bad sec- 


ond. 

However, they are looking for little 
unique treatments here and there, as 
they are by no manner of means “uni- 
form shoe minded.” 

Well dressed business girls and ma- 
trons who wore 19/8 to 22/8 heels are 
down to 16/8 to 17/8 heights. Plain 
shoes, such as pumps and ties, are very 
strong. 

Most sales are for a pair of good 
walking welts and a pair of so-called 
play shoes, the latter to be worn for 
the many purposes for which the better 
quality of these shoes are now being 
fashioned. 

All stores are reporting excellent in- 
creases in sales, far beyond their ex- 
pectations. 

Shoe stores and department stores 
in the Miami area are in full swing 
with college and Fall promotions, al- 
though, because of the war situation, 
there have been fewer formal events 
than is usually the case in Miami, ac- 
cording to a survey made by our cor- 
respondent in that city. Black is the 
choice for dress or evening wear and a 
lot of suede is moving. Brown is im- 
portant. Genuine reptile and simu- 
lated alligator in the less expensive 
brackets are both good. There is not 
the usual full range of Fall colors 
when compared with the display of 
other seasons, but in the more dressy 


types there is enough variety so that 
the shoe may be matched or blended 
with suit or costume. One buyer re- 
ports that all browns are in high favor 
right now, but suggests that grey may 
be the color to watch for later in the 
season. 

The college girl, as well as her sister 
in business, is accepting a flat heeled 
moccasin type this year instead of the 
old familiar saddle oxford. Contrast- 
ing stitchings appear to be a most pop- 
ular trim. Few elaborate trimmings 
are seen. 

Following a trend that appeared 
about a year ago, the college girl is 
following her mother and older sister 
in demanding two distinct types of 
shoes. For daytime wear there is the 
practical low heeled, sturdy moccasin 
or oxford. As one shop advertises,— 
this is the shoe needed for tire-less 
days! A good walking shoe that com- 
bines smartness with service is desir- 
able, but the smartness may be sacri- 
ficed to comfort if need be. Then there 
is the “off duty” or evening slipper. 
And this has to be of the most fri- 
volous model. The contrast between 
shoes for daytime and work with eve- 
ning and play has never been more 
marked. 

Platform soles continue to be in de- 
mand. The sling back open toe model 
is among the best sellers. 
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Offer Hand Tooled Belt Line 


Los ANGELES, CALIF.— Coleman of 
California has introduced a line of 
men’s and women’s hand tooled belts 
made of genuine California saddle 
leather. These belts have hand en- 
graved sterling silver buckles and re- 
tail in the five dollar to twelve fifty 
bracket. Shoe stores already stocking 
them are finding the belts to be meet- 
ing with an excellent response. 
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Business Good in Midwest and Coast Areas 





Walter Roose, Back from Flying Trip, Reports on Conditions 
; as He Found Them in Important Trade Centers 


Cuicaco—Shoe business in the West 
is definitely good, with excellent crops, 
and the defense industries the chief 
contributing factors. Walter Roose, of 
Daly Bros. Shoe company recently made 
a flying trip covering important west- 
ern cities and kept a business diary on 
conditions as he found them. His re- 
ports are briefly summarized as follows: 

In Omaha, Neb., business is extreme- 
ly good, all the stores are still having 
sales on sport shoes and not selling 
them in great numbers. The stores sell- 
ing sports at regular prices are selling 
just as many. Florsheim Boot Shop 
and Browning King clothing stores are 
showing Fall shoes and doing more 
business than those still showing Sum- 
mer sports. Nebraska is having one 
of its largest crop years. There was 
rain this summer and every depression 
or sunken area is a pond of water all 
the way from Omaha to Denver. Drexel 
Shoe store, in Omaha, one of the land- 
marks of the retail shoe business west 
of the Mississippi river is doing well. 
Frank Drexel says business is good and 
their reduction shoe sale was good in- 
deed. Earl Buck and Rodney Devers 
are to be congratulated on the fine 
window trims and well kept Buck Shoe 
store. Farnam street should be proud 
of this store. Another store of civic 
pride is the fine stream-lined Florsheim 
Shoe store. It is a model of neatness. 

Denver doesn’t seem quite as busy 
as Omaha, but the stores have good 
business and speak well of early Fall 
trade. Harry Fontius, Jr., reports the 
Fontius stores are very busy. Ben 
Marylander, buyer and manager of 
Fontius down stairs shoe store is oper- 
ating this department very successfully. 
Denver Dry Goods Store, the May Com- 
pany Store, and Daniels-Fisher Store 
are breaking sales reords and it’s hard 
to get through the store aisles. 

In Salt Lake City, Utah, business is 


about 20 per cent ahead of 1941. There 
are a lot of Army bases around here 
and munitions plants have a good pay- 
roll. 

In Seattle the shoe merchants report 
good business and in Portland trade is 
booming. On August 24th the Pacific 
Coast starts its blackout, but so far 
everything is lit up like a Christmas 
tree. All you hear here is “Shipyards.” 
In Seattle, Portland, Frisco, and Oak- 
land it’s Kaiser’s shipyards in every 
nook and corner where it’s possible to 
launch a ship. Workers wear an open 
sport shirt, a pair of slacks and a pair 
of loafer type shoes that need no buck- 
ling or lacing. 

San Francisco streets are very 
crowded, so much so that you move 
with the crowd whether you want to or 
not. Frank Werner shoe stores, five of 
them, are still doing a great business. 
The Emporium is very busy. Hale 
Brothers Department store, which sells 
the medium trade, is likewise doing a 
big business. The individually owned 
stores seem to be busier than the 
chains. George Suffern, of the Money 
Back Smith Store, Oakland, reports 
excellent clothing and shoe sales. 

Los Angeles stores look just as smart 
as ever. Frank Crapo, of Desmond’s, 
is running his shoe department effi- 
ciently and successfully. He’s sold a 
lot of loafer type sports. Mr. Reynolds, 
of Robinson’s fine department store, is 
doing a good high grade men’s shoe 
business. Mr.,Hamilton, of the Hamil- 
ton Shoe Stores is doing well on mili- 
tary footwear. The high plain toe 21 
hole tie, the British Chucker style, is 
in demand out here and the soldiers . 
say it is a good desert sand shoe. Mr. 
Smythe, shoe buyer of Foreman and 
Clark Clothing stores, was well pleased 
with his business. His best seller is 
the Norwegian imitation moccasin 
Blucher type. 





Contracts for WAAC 
Hosiery Awarded 


St. JosePH, MicH.—Cooper, Wells & 
Company has been awarded a large 
prime contract by the government to 
equip the Women’s Army Auxiliary 
Corps with their hosiery. The com- 
pany is one of the oldest and best- 
known hosiery concerns in America— 
having been in business nearly 65 
years. 

Production on the WAAC hosiery 
order will start immediately, and de- 
liveries will continue throughout the 
balance of 1942. Government inspec- 
tors will be stationed at one of the 


plants from which the hosiery will be 
shipped directly to the WAAC at Des 
Moines, Iowa. While working on this 
government order, Cooper, Wells & 
Company will continue to manufacture 
their present styles of hosiery for civi- 
lian buying. 

The Rollins Hosiery Mills, Inc., have 
also received a contract for 52,800 pairs 
of mercerized cotton hosiery for the 
WAAC, according to an announcement 
of Laurence Mayer, president. 

The arrangements were made 
through the Quartermaster’s Depot, 
War Department and were completed 
by Harry Kratzer, special sales repre- 
sentative for the Rollins firm. 
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New Sole Result of Leather Shortage 


The soles on this new line of shoes are articulated leather, resembling the weli- 
known caterpillar tread on Army tanks. 


ROCHESTER, N. Y.—Because of the 
necessity for making the available sup- 
ply of good sole leather go further than 
ever before, E. P. Reed & Company 
have produced a line of “Tank-Tveads,” 
shoes with a new type of articulated 
leather sole. In the hand, these new 
soles resemble the caterpillar tread on 
our new Army tanks. In walking, each 
tread acts separately, as a small hinged 
section, which provides flexibility, soft- 
ness, and an effect of effortless motion 
that will be welcomed by women in 
these days of gas and tire shortages. 

The shoes have been tested thorough- 


Volk and Langston Named 
On Central Committee 


WASHINGTON, D. C.—The organiza- 
tion of a Central Committee of National 
Retail Associations to meet the need for 
machinery to coordinate the industry 
in the war economy was announced to- 
day by David R. Craig, president of the 
American Retail Federation. The 
committee was organized in response to 
requests in the course of the inventory 
control meeting in New York on June 3 
which was called jointly by the Ameri- 
can Retail Federation and the National 
Retail Dry Goods Association. 

Membership in the committee is held 
by the merchant head and the paid 
executive of 18 national associations. 
Dr. Craig is chairman. President 
Harold F. Volk, of Dallas, and Execu- 
tive Vice-President L. E. Langston, of 
New York, are the members represent- 
ing the National Shoe Retailers’ Asso- 
ciation, 


Each national association has been 
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ly, in all kinds of weather, under every 
conceivable wear condition: for heavy 
duty farm work, through muddy fields, 
over gravel walks, in concrete floored 
defense factories, on city pavements. 
They have proved moisture resistant, 
that they keep their shape and wear 
well. 

In announcing “Tank-Treads,” E. P. 
Reed & Company stress the fact that 
while this new development has sprung 
from the necessity of finding new ways 
to conserve sole leather, these new 
shoes are not offered in any sense as 
“substitutes,” but rather as a basic ad- 
vancement in comfort. 


invited to designate members on special 
committees formed to study and report 
to the Central Committee on questions 
arising in the following fields: Farm 
Equipment, Plumbing and Heating, 
Hardware; Consumer Durable Goods; 
Drugs and Tobacco Products; Jewelry; 
Men’s Clothing and Hats; Seasonal 
Goods; Shoes; Small Wares; Textiles, 
Men’s Furnishings, Workwear, and 
House Dresses; Women’s Ready-to 
Wear; Trade and Consumer Education; 
Inventory Control; Orders, Bulletins, 
and Local Interpretations; Rationing; 
Retail Credit; Services; Transporta- 
tion; Commercial Rents. 

“Now that the organization stage has 
been completed,” Dr. Craig said, “we 
look forward to real progress by the 
whole retail industry in coping with 
the heavy burden of wartime problems.” 


C. E. Little Elected 
Servus Rubber Co. Head 


Rock ISLAND, ILL.—At a recent meet- 
ing of the Board of Directors of the Ser- 
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vus Rubber Company, Clinton E. Little, 
who has been vice-president and gen- 
eral manager of the company for the 
past six years, was elected to the office 
of president. Mr. Little sueceeds Max 
Kalter, the former president, who died 
in New York City on May 17, 1942. 

At the same meeting, Joseph M 
Schaap, of New York, was elected 
chairman of the board and treasurer 
of the company, and J. Arronson was 
elected executive vice-president. No 
other changes in personnel were made 
at the meeting. 

Mr. Little, after the meeting, an- 
nounced that the company would have 
no change in policy and would continue 
to operate as heretofore. 
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Distribute Girdle Pump 


CHICAGO, ILL.—Groves Shoe Company 
have been made Midwest distributors 
for a patented all around girdle pump. 
The pump, which is made with a con- 
cealed gore around the top of the shoe, 
comes in a variety of materials and 
versions. These include open and 
closed toe, high and junior Spanish heel, 
black patent, green, brown, and Kona 
red crocodile, and black suede. 


New Platform Sole 
Construction 


Los ANGELES, CALIF.— The Fern 
Shoe Co. is bringing out a new patented 
construction platform sole shoe in heel 
heights from 16/8 to 26/8. Through 
this shoe wearers are assured of play 
shoe comfort developed into high 
fashion footwear for afternoon and 
evening wear, states Harry Sobel, sales 
manager for the corporation. 
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Big Order Placed For 
U. S. Army Shoe Pacs 


Boston, Mass.—The local Quarter- 
master Depot has released news of con- 
tracts recently awarded to make 319,486 
pairs of shoe pacs for the United States 
Army. This quantity is divided into two 
lots—one of 114,000 pairs of pacs with 
ten-inch tops, and a second, 205,486 
pairs, with high, or sixteenth-inch tops. 
Contracts were awarded to: 

Ten-inch tops—Goodyear Rubber Co., 
13,200 pairs. Hood Rubber Co., 16,000. 
Tyer Rubber Co., 4000. United States 
Rubber Co., 80,800. 

Sixteen-inch tops—Converse Rubber 
Co., 17,500. Goodyear Rubber Co., 28,- 
800. Tyer Rubber Co., 8000. United 
States Rubber Co., 151,186. 


Sullivan Named Secretary of 
Southwestern Travelers 


DALLas, TExaAS—J. L. (Mickey) Sulli- 
van was appointed Secretary-Manager 
protem, to fill out the term of the late 
W. T. Mitchell, at the last meeting of 


J. L. SULLIVAN 


the Board of Directors of the South- 
western Shoe Travelers Association. 

Mr. Sullivan has moved the office of 
the association to the 20th floor of the 
Adolphus Hotel, Dallas, and is busy on 
plans for the Spring Shoe Fashion 
Show, which will be held November 15- 
18 in the Adolphus Hotel. 

This Spring show has been unoffi- 
cially held for several years and has 
drawn excellent attendance and has 
been quite satisfactory to retailers of 
the Southwest, so much so in fact, that 
Southwestern Shoe Travelers have de- 
cided to sponsor this show in the fu- 
ture. 

J. L. Sullivan is one the deans of the 
shoe travelers’ fraternity and was a 
charter member of the Southwestern 
Shoe Travelers Association. He repre- 
sents the Marion Shoe Division of Daly 
Brothers. 


Allied Products Show 
To Be Held September 16-18 


New YorK—The eleventh semi-an- 
nual Allied Shoe Products and Style 


Exhibit will be held at the Hotel Bel- 
mont Plaza, 49th Street and Lexington 
Avenue, in New York City, Sept, 16, 
17 and 18. 

The advisory committee of the allied 
trades group recently approved plans 
for holding the coming Spring showing, 
setting Aug. 10 as a final deadline for 
getting actual show arrangements 
under way. With the expiration of this 
time limit booking arrangements have 
been started for this allied group show- 
ing which will be held at the same time 
as the Style Conference sponsored by 
the National Shoe Retailers Associa- 
tion and the display of new Spring 
ieathers by the Tanners’ Council. 

Indications point to this showing on 
the part of the allied trades group as 
being one of the most important yet 
held. Shoe manufacturers, their buy- 
ing and styling executives, will seek the 
answers first hand to many of their 
pressing problems. The creative ingenu- 
ity of firms in the allied trades will 
be on full display for them to see in 
the form of the new style treatments, 
new products, substitutes and vital ser- 
vices. All, of course, within the scope 
of our full wartime economy. Many 
shoe manufacturers have already ex- 
pressed the viewpoint that the need for 
a showing of this kind is more vital 
than in times past. 

Arrangements for exhibit space in 
the allied show may be made by com- 
municating with C. R. Heyde, Room 
425, Marbridge Building at 47 West 
34th Street, New York. 


Urged to Advertise 
When Trade Is Good 


Boston, Mass.—Approximately fifty 
styles including the Burly-Flex brogues, 
Cordwainer, Curtis Campus, Curtis and 
Educator lines for men are illustrated 
and described in the recently-published 
Fall and Winter in-stock catalogue of 
the Curtis Shoe Company of Marlboro, 
Mass. 

Among the street and dress shoes are 
several of the popular plain toe models 
in blucher oxford, two-eyelet tie and 
strap types. In the more conservative 
models, straight tips predominate, fol- 
lowed by wing tips—some of them simu- 
lated. Sport styles include plain toe 
models in tan and all white plus moc- 
casin patterns and the familiar saddle 
type. Other sport types are made over 
the easy-fitting slack last; while Edu- 
cator shoes, now being distributed by 
this company, are shown in original and 
modified form—some boots and some ox- 
fords. 

Included in the attractive catalogue, 
which carries the National colors on 
nearly all of its pages, is a list of 
dealer helps comprising window cards, 
shoe cuts and complete newspaper ad- 
vertisements, accompanied by the advice 
that “no matter how good business may 
be, a retailer cannot afford to stop ad- 
vertising. When business is good, wise 
merchants advertise as insurance 
against consumer forgetfulness.” 
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Correction 


Through an error, the signature of 
G. R. Kinney Co., Inc., was attached to 
an advertisement for a shoe executive 
which appeared in the Business Oppor- 
tunity column on page 58 of the August 
15th issue of Boot AND SHOE RECORDER. 
This advertisement had no relation to 
Kinney company and was placed by an 
individual, who requested that it appear 
as an unsigned advertisement. The ad- 
vertisement is repeated in this issue 
with a key number for replies to be sent 
to Boot AND SHoe ReEcorpER. The 
RECORDER deeply regrets the embarrass- 
ment caused,to G. R. Kinney Co., Inc., 
by this unfortunate error. 
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J. H. Ballard Honored 
By Factory Associates - 
LYNCHBURG, VA.—James H. Ballard, 
superintendent of the Fort Hil! factory 
of the Craddock-Terry Shoe Corp.. 
Lynchburg, Va., was honored on his 
70th birthday, Aug. 8, with a surprise 
party given at the Virginian Hotel by 
his associates in the factory and a num 
ber of his friends. 


J. H. BALLARD 


Mr. Ballard started his career in the 
shoe business just 49 years ago as a 
timekeeper in the American Gentleman 
factory of Hamilton Brown Shoe Co., 
St. Louis, Mo. He quickly became as- 
sistant foreman and in 1901 was made 
superintendent. In this position he ac- 
quired the reputation for being the most 
successful superintendent of this fac- 
tory from a profit as well as quality 
standpoint. He held the position as 
superintendent until 1912, when he was 
selected by a number of prominent St. 
Louis shoe manufacturers to operate the 
Non Royalty Shoe Co. 

In 1913 he became superintendent of 
the factory of the Burrow, Jones and 
Dyer Shoe Co., of St. Louis, which was 
taken gver in 1914 by the Craddock 
Terry Co., of Lynchburg, Va., and oper- 
ated as their Western Department 
under the name of the McElroy Sloan 
Shoe Co. When all the manufacturing 
and distribution of the Craddock-Terry 
Co. was consolidated in Lynchburg in 
1933, Mr. Ballard was placed in charge 
of their largest unit, the Fort Hill fac 
tory, of which he is now superintendent. 

At the dinner a number of congratu 
latory speeches were made by clos« 
friends and numerous gifts presented 


Those attending the dinner were Harvie 


Stetson, Francis Carroll, M. E. Web 
ber, George Apostle, D. G. Moore, C. G 
Craddock, Harry P. Holt, J. D. Currier. 
C, E, Garrette, Robert Walker, C. B. 


Towies, George Dooley, H. A. Arlington, 


Waiker Crist, 
Lankford, Stockton 
Lockbridge, Harry R. Rogers, W. B 
Holston, R. M. Strother, L. E. Hills. 
Aubrey Blankenship, John H. Wilson, 
Carlton Candler, Percy Burton, Tucker 
Thurmond and Duval Scott. 


Roy Snodgrass, A. P 
Drean, Roberi 











“1 Found What | Wanted” 


says 
MR. HARRY E. POWELL 
Manager 
HEALTH SPOT SHOE SHOP 
19 Eleventh St. 
Wheeling, W. Va. 


“It is a privilege and a heartfelt 
satisfaction to be associated with 
an organization that backs you one 
hundred per cent,” says this suc- 
cessful operator. 


- 


“After 20 years in retail selling, 
states Mr. Powell, “I have found 
that something which has always 
been lacking. There is complete 
satisfaction in finding that perma- 


nent something for myself.” 


Because of the liberal nature of 
the Health Spot Shoe Shop plan 
which pays the operator a regular 
salary plus a large share of the 
profits, Mr. Powell's earnings grow 


as his business grows. 


There are Health Spot Shoe Shops 


all over the country operating 
under this plan and the men who 
operate them are earning more 
money than they have ever earned 


in their shoe selling careers. 


NO INVESTMENT REQUIRED ! 


There are no strings attached to 
this offer. All that is required of 
you is effort and the ability to sell 
and make friends of your cus- 


tomers. 


If you recognize this as the oppor- 
tunity you've been waiting for, 


send for an application blank. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











Classified and Want Ads 





SALESMEN WANTED 


SIDE LINE WANTED 


WANTED TO PURCHASE 





EXPERIENCED MEN WANTED to repre- 

sent large manufacturer of Growing Girls’ 
and Misses’ Sport Oxfords; Women’s Arch 
Type, AA-EEE; to retail at $2.00 to $2.50. 
Catering to the retail stores; every number car- 
ried in stock. Territories open: New England 
States; Arizona; Delaware; Idaho; Indiana; 
Kansas; Kentucky; Maryland; Nevada; New 
Jersey; New York; Texas. Only experienced 
men wanted; straight commission. Address 
#617, care Boot & Shoe Recorder, 100 East 
42nd Street, New York City. 


ELL ESTABLISHED SALESMAN cover- 
ing large cities from Mississippi River to 
West Coast with Childen’s Shoes wants addi- 
tional line Women’s Medium Priced Play 
Shoes or Growing Girls’ Shoes. Straight Com- 
mission. Address #619, care Boot & Shoe Re- 
corder, 209 S. State Street, Chicago, II. 





BUSINESS OPPORTUNITY 


WANTED: Sample Cases to hold 36 Women's 
Shoes; black preferred. GROVES SHOE 

COMPANY, 311 West Monroe Street, Chi 

cago, Ill. ® 











SALESMEN WANTED to represent Manu- 

facturer of Women’s Play Shoes and Grow- 
ing Girls’ Goodyear Welt Sport Oxfords to 
retail from $3.00 to $4.00 on commission basis 
only. We have the following territory avail- 
able: Michigan, Indiana, Wisconsin, Illinois— 
not including Chicago-—Virginia, North Caro- 
lina, South Carolina, Georgia, Alabama, Mis- 
sissippi and Florida. Only men that can pro- 
duce need apply. Address #612, care Boot & 
~ af Recorder, 209 South State Street, Chicago, 
ll. 


SALESMEN WANTED for manufacturer's 

line high grade Children’s Stitchdowns, car- 
ried in stock in widths, for State of Texas. 
Address #613, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, N. Y. 








FOR SALE 


SHOE STORE FOR SALE, stock and fix 

tures. or fixtures alone; 100 per cent loca- 
tion in County Seat Town, Indiana, popula 
tion 16,000; a golden opportunity to obtain 
brand new store, modern front and fixtures: 
attractive lease: owner subject to early army 
induction. Address #616, care Boot & Shoe 
Recerder, 209 South State Street, Chicago, Il 








| 0 PAIRS Ladies’ Dress Shoes and Ox- 

° fords. Factory damaged nationally 
advertised brands; $1.50 per pair: samole case 
sent on request. W. M. SHAFER, BOX 604, 
LANCASTER, KY. 





HELP WANTED 


RTHOPEDIC SHOE MAN, experienced, 

Gentile, canable of handling be‘ter clientele: 
steady position: good salary: advancement. 
WUENSCH SURGICAL COMPANY, 33 Hal- 
sted Street, East Orange, N. J. 








SSISTANT MANAGER, BUYER AND 

SALESMAN for a position in a family shoe 
store. Location in a Western State, city of 
20.000 population. Ideal working conditions 
Must be “non-draft”; experience necessary 
State full qualifications and salary exnecte! 
Excellent future. Address #621, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








BUSINESS OPPORTUNITY 


Shoe executive with capital and factory ex- 
perience to associate with going women's shoe 
manufacturer in middle west. All negotia- 
tions kept in strict confidence. 


Address Box GI! care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 


For Entire Stocks or Surplus Merchandise. 
This is a geod time te dispose of them. 
We can use any quantity and pay the highest 
prices. 

CAMITTA SHOE COMPANY 


120 N. Fourth St., Philadelphia, Pa. 
Phene Lombard 2062 




















LINE WANTED 





O PPORTUNITY Manufacturers Hardsole 
Slippers, Casuals, Sandals, Juvenile and In- 
fant Footwear; Stitchdowns, for strong sales 
representation, New York Showroom, acquainted 
Department Stores, Chains, Mailorder, Jobbers. 
Write fully. Address #622, care Boot & Shoe 
Recorder, 100 East 42nd Street. New York. 
N.Y. 


MANUFACTURERS—RBRBTAILBRS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stecks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 
BARSII & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 











POSITION WANTED 


HOE BUYER AND MANAGER wishes to 

make change; young; energetic; best refer 
ences; fourteen years’ experience in family 
shoe store. “Non-Draft.” Address #620, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


SHOE BUYER-MANAGER desires change; 

excellent references and proven record; ex- 
perienced in better price field; age 30; draft 
deferred. Will consider outstanding offer. Ad- 
dress #618, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 


SHOE BUYER AND DEPARTMENT MAN 

AGER wishes to make change. Thirty 
years of age; not to be drafted; more than ten 
years in Ladies’ Better Shoes; will go any- 
where with good concern. Can offer best refer- 
ences. Address #615. care Boot & Shoe Re-- 
corder, 100 East 42nd Street, New York, N. Y. 














XPERIENCED SHOE MAN desires posi 

tion as manager, now emploved, wishes to 
make change. Age 39. married. Orthonedic 
knowledge. Address #614. care Boot & Shoe 
Recorder. 100 Fast 42nd Street, New York, 
N. Y. 





WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Sheers such as 
Waik-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver. Queen Quality, Bes- 
tonians, Stetson, Ked Cress, Nunn-Bush, Ete 


IRVIN RUBIN 


“The House of Jove” 
89 Reade St., Cor. Church 








Phone Barclay 17-7887 New York City 











SELL YOUR SURPLUS STOCKS 


te 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes frem 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5878 and 5678 














SHOE STORES WANTED 
FOR CASH 
Men's, women’s, children’s shees retailing 
from $5.00 and up. Short term leases ae 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St.. New Yerk 





Unusual references on request 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted" advertisement is 4 cents pér word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York Office on Friday of the week preceding publication “4 
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HOTELS 








HOTEL ATLANTIC 


A cenvenient downtown hotel with 
reasonable rates from $2.25 up. 
‘LARK NEAR JACKSON 
CHICAGO 

















Customer Demands for 
Service Unchanged 


GRINNELL, IowaA—Regardless of the 
fact that the world is engaged in a total 
war, with its inevitable civilian curtail- 
ment of goods, the average American 
still demands a lot from his merchant. 
This was revealed in a recent survey 
conducted at Grinnell, Iowa, by the 
Grinnell Chamber of Commerce and 
with Grinnell College students partici- 
pating. 

1800 people out of a population of 
9000 replied to full page questionnaires 
asking about their incomes, buying 
likes and dislikes. The consumers were 
furnished reply envelopes and did not 
have to sign their names. 

On an average it was established by 
the survey that 200 business men in 
Grinnell were each losing $10,000 a 
year in trade to out of town and mail 
order competition. 

The portion of the survey pertaining 
to shoes, showed that 40 per cent of 
the consumers in this area buy their 
shoes outside Grinnell. Of these, about 
60 per cent are purchased in nearby 
Des Moines 22 per cent by mail order 
and 18 per cent in surrounding towns. 

Reasons given for purchasing outside 
of Grinnell were stated as “greater 
selection,” “lower price,” and “better 
quality,” in that order. Customers 
stated that local stores should have a 
wider variety of styles and sizes, par- 
ticularly in women’s shoes. 

Specific complaint percentages con- 
cerning Grinnell stores were listed as 
follows: 


26.7 per cent 
14.5 per cent 
Selection ...............36.4 per cent 
Salespeople 22.4 per cent 


Bob Lawson Ill 


OMAHA, NEB.—Bob Lawson, a vet- 
eran in men’s shoe selling at the 
Nebraska Clothing Company, is very 
il) in his home at 3822 Gordon Street, 
of this city. A letter from old shoe 
friends who have known Bob will be 
appreciated. “Bob,” according to one 
of his friends, “has a retail record of 
shoe salesmanship that is hard to beat. 
From 1930 to 1937 Bob averaged over 
$40,000 a year in retail sales in a 
ten clerk shoe department. His high- 
est year was $47,000 in 1933, when his 
average shoe sale was $6.50.” 
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A. G. Walton Co. 
Cooperates in Civilian Defense 


Boston, Mass.—With the completion 
of a new up-to-date hospital, with a 
registered nurse in attendance, A. G. 
Walton & Co., Inc., has perfected ex- 
tensive plans for the protection of its 
employees during any emergency. The 
hospital suite includes a large main 
room, two rest rooms, which are equip- 
ped with cots and stretchers, a com- 
pletely equipped medicine and emer- 
gency cabinet, bandages, and small 
instruments for emergency work. Daily 
help is now given in the hospital. 

In addition to her regular duties, 
Mrs. Wells, the nurse, is now conduct- 
ing First Aid Courses for employees, 
all key men in the organization having 
taken and passed these courses. 

Seventy-five men have been trained 
for duty in air raid precaution and 
Red Cross First Aid, with periodic air 
raid drills at announced intervals. 

The entire plant has been equipped 
with fire-fighting equipment, including 
2% inch hose with spray nozzles, fire 
axes, and sand for incendiary bomb 
protection. A crew of spotters has 
been organized, with a night crew on 
duty. 

The Company has also cooperated in 
the Victory effort by erecting a three- 
inch fire whistle which works in con- 
junction with the ARP siren of the 
city. 


Prepare New Fair Trade 
Practice Bill 


RocHESTER, N. Y.—There will be a 
new governor in the Executive Man- 
sion at Albany after January 1. That 
is why members of the New York State 
Shoe Retailers’ Association will work 
with others in preparing a new Fair 
Trade Practice Bill for introduction in 
the next Legislature, although the Fein- 
berg-Delaney Bill was vetoed by Gover- 
nor Lehman a short time ago. The 
Governor concluded the time for such a 
far-reaching measure was inopportune 
since merchants would be under many 
other restrictions due to the war. 

John W. Mills of Schenectady, presi- 
dent of the association, is to name a 
special committee on legislation to work 
with the New York State Retail Mer- 
chants Council and others in preparing 
a new bill in which features of the other 
measure will be embodied. They be- 
lieve that it is even more essential now 
than in normal times for all who are 
engaged in merchandising—and espe- 
cially in selling shoes at retail—to be 
who they claim they are, with merchan- 
dise just what it is represented to be. 
They think that no one should pretend 
to be a “wholesaler” unless he actually 
is one; that industrialists should be 
made to stick to their own lines instead 
of retailing shoes to employees; that 
honesty and fair dealing are as essen- 
tial in the retail shoe business in war- 
time as in time of peace. 








It is expected the next Legislature 
will pass the bill, as the last one did, 
and this time it is hoped that the Gover- 
nor will sign it. 


Flat Heeled Shoes 
More Popular in West 


San Francisco, Cauir.—Flat heeled 
shoes for day and night service are be- 
coming very popular for San Francisco 
women. They are made in all colors, 
types and leathers, and their comfort 
and appearance have made them favor- 
ites with smart dressers. Hundreds of 
women in uniform are helping to make 
the rest forget the customary high heels 
of more conventional styles. 

One popular pattern is a tailored, 
sporty tan calfskin ghillie with a full 
round toe that is soft and comfortable. 
Another is a flat black bucko with a 
center seam up the toe piped in black 
kid, suitable with town tweeds and 
tailored suits. A more dressy style is 
of black suede trimmed with a soft 
snede bow held by a light brown buckle 
of plastic. 


Conservation Theme 
In Ads Increasing 


Cuicaco, ILL. — A good example of 
the part conservation is already begin- 
ning to play in retail advertising was 
set recently by Marshall Field & Co. 
in a fashion advertisement. Pointing 
out that “You'll be lovelier than ever 
and still save 100,000,000 yards for the 
Yanks,” the legend read, “When you 
wear the new war-worthy fashions you 
divert essential materials to help win 
the war.” 

Although shoes were not mentioned 
other leather products were; the lea- 
ther in one handbag was cited as equal 
to one pair of aviator’s gloves. 


Entire Store Devoted to Shoes 


Houston, Texas—The dress shop 
has been closed out in the Rossonian 
Shoe Store and all the space is being 
devoted to shoes, according to R. G. 
Sharp, the owner. P. E. Price is man- 
ager of the shoe store. M. Levitin 
leased the dress shop which was 
closed when he was called to the 
Army. This leaves the Rossonian with 
more window space for shoes than any 
store in the city. 
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TO EXECUTIVES: 


NOW YOU CAN HELP 


r The Treasury's decision Series F and G Bonds are intended 
to increase the limitations _ primarily for larger investors and may 
on the F and G Bonds hye registered in the names of fiduci- 
resulted from numerous aries, corporations, labor unions and 

ent by purchasers who asked the other groups, as well as in the names 
opportunity to put more money into o¢ i aividuals. 


the war program. 
The Series F Bond is a 12-year 


This is not a new Bond issue ee : ; 
anit nan 6 ete cnbes of Wee Doads. appreciation Bond, issued on a dis- 


Thousands of individuals, corpora-  ©unt basis at 74 percent of maturity 
tions, labor unions, and other organi- Value. If held to maturity, 12 years 
zations have this year already pur- from the date of issue, the Bond draws 
chased $50,000 of Series F and G ___ interest equivalent to 2.53 percent a 
Bonds, the old limit. Underthe new year; computed on the purchase price, 
regulations, however, these Bond compounded semiannually. 

holders will be permitted to make The Series G Bond is a 12-year cur- 
additional a chases of $50,000 in rent income Bond issued at par, and 
the semaining moaths of the year. draws interest of 2.5 percent a year, 


The new limitation on holdings of : : 
$100,000 in any one calendar year in paid semiannually by Treasury check. 


either Series F or G, or in both series Don’t delay—your “fighting dollars” 
combined, is on the cost price, not on are needed now. Your bank or post 
the maturity value. office has full details. 


Save With... 


| \es)) War Savings Bonds 














k the harassed mother, who looks at her boy, and 
says, ''l can't keep him in shoes", YOU can say, and with a clear 
conscience, too, "Yes, but you can keep him in Gerberichs:" 
During the next year, many mothers are’ going to realize the 
importance of QUALITY, just as Gerberich Dealers are going 
to enjoy, more than ever, the privilege of selling Gerberich 
QUALITY. Yes, Gerberichs, and Official Boy Scout Shoes are 
today, as they always have been, made from the finest materi- 
als that money can buy, and are put together as carefully and 
honestly as ever. 


Shipments may not always be as prompt as you and we would 
like to make them, but we're working for Uncle Sam too, and 
doing our best to’fill his orders, and to keep you happy, too. 
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